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In Welter Of Changes, Agent Needs 
To Cling To Contact With Insured 


By KENNETH O. FORCE 


(Talk at the annual convention of 
Virginia Assn. of Insurance Agents in 
White Sulphur Springs, W. Va. 


(Summary: Budget payment plans 
ill greatly multiply the incidence of 
nsurer contact with insured; and will 
ncreasingly tie up more coverages in 
jne account, with one insurer and one 
igency. The advantages to the insurer 
will be to reduce flat cancellations and 
ree insurance, and, by replacing the 
wesent varied accounting systems 
which are estimated to impose an un- 
¢ecessary cost on agency insurers of 


2%, reduce substantially overdue bal- 
ances. The agent will need, in coopera- 
tion with the company, to make posi- 
tive use of the increased frequency of 
contact with insured—by selling addi- 
tional coverages, more insurance to 
value and, most important of all, the 
values of protection for insured who 
have not had a claim or loss.) 

Perhaps it is true in other businesses, 
though I doubt it, that there are more 
problems than there are solutions, 
more questions than there are answers. 
But it is certainly the case with the 
insurance business, and today more 
than ever. 

Certainly it is a time for adjustment. 


The agent, who has arranged for so 
many adjustments for insured, is now 
undergoing one of his own. 

The agency system is having trouble 
with competition. Every method, every 
practice, every tradition in the busi- 
ness is under pressure, is being scruti- 
nized to determine if it can stand up 
and deliver successfully under today’s 
tough, volatile, complex marketing 
conditions. 

Decisions are being made presently 
or have been made recently which will 
profoundly influence the marketing of 
fire and casualty coverages and which 
will have their effects on the market- 

(CONTINUED ON PAGE 17) 





3ROWN IS CHOICE 


Institute For Highway 
Safety Names lowa 
Man Operating Chief 


Russell I. Brown, Iowa commissioner 
‘f public safety, has been selected to 
‘ead Insurance 
nstitute for High- 
vay Safety. An- 
:ouncement of the 
ippointment was 
nade by Guy E. 
Mann, senior vice- 
(resident of Aetna 
-asualty, at a news 
wonference in Chi- 
‘ago Wednesday. 
“Ir. Brown will 
ake charge of the 
IHS headquarters 
n Washington, 
».C., on Aug. 1. 

Attending the press conference with 
Mr. Brown was Gov. Loveless of Iowa. 

IIHS is the combined traffic safety 
ffort of National Assn. of Automotive 
Mutual Insurance Companies, Assn. of 
Yasualty & Surety Companies and 
National Assn. of Independent Insurers, 
\ total of about 530 casualty companies. 


Jareer Safety Man 





Mr. Brown is a careerist in safety. 
\ graduate of Iowa State Teachers 
-ollege where he studied safety educa- 
ion and science, he has a master’s de- 
tree in safety from New York 
Jniversity. He was director of safety 
‘ducation in the Creston, Ia., school 
ystem and on the staff of National 
Safety Council before joining the Iowa 
lepartment of public safety in 1955 
is director of safety education. He was 
‘ppointed acting commissioner of pub- 
Ie safety in 1957 at the age of 32. In 
April of 1958, while still acting commis- 
‘loner, Mr. Brown introduced a 
*oOmprehensive safety program to the 
state at a time when the death toll was 
tunning 5% ahead of the previous year. 
The upward trend was reversed by the 
*nd of the year with highway fatalities 
(CONTINUED ON PAGE 27) 
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NAIA Ad Fund Now 
Exceeds $1 Million 


The drive for advertising funds by 
National Assn. of Insurance Agents has 
passed $1 million with a check 
for $30,000 from the Indiana associa- 
tion that puts Indiana at the 60% 
mark and will give the agents in that 
state 13 additional weeks of TV pro- 
gramming. 

This is the second year in which the 
NAIA has spent in excess of $1 million 
in national advertising. NAIA already 
has completed a 13-week spring cycle 
of TV reaching 158 stations over the 
country. Summer TV is currently under 
way and similar programs have been 
planned for the fall and winter. Adver- 
tising in national publications is in- 
cluded in the current program. A survey 
conducted by the research department 
of NAIA showed that agents are spend- 
ing approximately $29 million yearly on 
local advertising. 


Gets 11 Months For 
Embezzling $1.6 Million 
From Chicago Insurer 


Harry V. Gralnek, former secretary- 
treasurer of Highway Ins. Co. of Chi- 
cago, who pleaded guilty to embezzling 
$1,671,000 from the company, was 
sentenced to one to two years in pri- 
son by Judge Pope in criminal court. 
Gralnek will be eligible for parole in 
11 months, but the news of the sen- 
tence caused him to break into tears, 
apparently because his plea for pro- 
bation was refused. 

Gralnek’s embezzlement very nearly 
wrecked Highway. The loss was un- 
covered in time to avert disaster and 
the company was sold at a substantial 
loss to the stockholders to the Mark 
Kroll interests of Cincinnati and Indi- 
anapolis. Later a group of Chicagoans, 
many of whom were the original 
stockholders, bought back the company 
and it is now operating as Metropoli- 
tan Ins. Co. of Chicago on a solid 
financial footing. 

Gralnek’s attorney produced a num- 
ber of witnesses in court who testified 
that he was a good fellow and had 

(CONTINUED ON PAGE 27) 


S. U. WILL CONTINUE 


Norwich Union Bid 
For Scottish Union 
Is Recommended 


Following the withdrawal of the 
Yorkshire bid for Scottish Union & Na- 
tional, the latter company will recom- 
mend to share holders the acceptance 
of the cash offer made by Norwich 
Union, according to advice from Edin- 
burgh received in this country by John 
Newlands, U. S. general attorney of 
Scottish Union. 

Norwich Union has stated its inten- 
tion of maintaining the separate iden- 

(CONTINUED ON PAGE 27) 





New, New HO 
Is On The Way 
For Some States 


Revises 1958 Form And 
Cuts Rates To Level Of 
Great American Deviation 


A substantial revision of the 1958 
homeowners program is reportedly on 
the way, before the first version has 
been okayed in all states. The current 
progam—consisting of forms 1, 2, 3, 
4 and 5—was in circulation late last 
summer and had been approved in 20 
states by late spring. Then, apparently 
because of differences among mem- 
bers of Multi-Peril Insurance Confer- 
ence, the advisory organization, action 
was halted, even to the extent of ask- 
ing commissioners to suspend action 
in states where the filing had been 
made but not yet approved. 

The revision, it is understood, will 
involve a further premium reduction, 
for forms 1, 2, 3 and 4, perhaps as 
much as 10%. It will be recalled that 
the 1958 program involved a reduction 
also, for the purpose of getting stand- 
ard homeowners into competitive 
range with premiums of a number of 
independent and_ deviation filings, 
notably those of North America and 
Reliance. The latest reduction, if it 
comes, would bring standard home- 
owners down to the level established 
by the Great American in its devia- 
tion now in force in a number of 
states. 

A matter of considerable speculation 
is whether the “new new” homeown- 

(CONTINUED ON PAGE 27) 
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Judges and Insurance Advertising Conference officials reviewing entries in 
the annual IAC agent advertising awards contest. Seated from left are Michael 
J. O’Neill, advertising director of TV Guide; James Proud, president of Adver- 
tising Federation of America; William Baker, chairman of Benton & Bowles, 
New York ad agency, and John Kelley, president of Mumm, Mullay & Nichols, 
Columbus ad agency. Standing from left are Edward Schenke, advertising man- 
ager of Royal-Globe; Jack Shinn, president of Columbus (O.) Art; Arthur Dan- 
necker, ad manager of Ohio Farmers and director of the awards program, and 
Henry Hoke, publisher of the Reporter of Direct Mail Advertising. 
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H2NATIONAL UNDERWRITER 


1958 World-Wide Results Reviewed 
At British Insurance Assn. Meeting 


A review of the main points of the 
1958 results of British insurance com- 
panies was offered in the report of 
Charles F. Trustam, chairman of Brit- 
ish Insurance Assn., before the an- 
nual meeting of BIA in London last 
week. Members of the association write 
80% of the business of the British 
insurance market, half of it overseas. 

Mr. Trustam reported premium in- 





Statistical data on premium writings 
of BIA members accompanying Mr. 
Trustam’s report showed the net pre- 
miums written in 1958 in fire insur- 
ance were £ 270,399,000 compared with 
£ 265,126,000 in 1957; casualty £479,- 
298,000 against £444,935,000; marine, 
£ 73,508,000 against £174,109,000; ordi- 
nary life £444,260,000 against £407,- 
253,000, and industrial life, £157,669,- 
000 against £150,932,000. Total net 
premiums were £1,425,134,000 in 1958 
and £1,342,355,000 in 1957. 





come increased by more than £80 mil- 
lion to a total of £1,425,000,000. The 
pound currently is valued at about 
$2.80. 

Noting that the premium increase 
was less than in 1957, Mr. Trustam 
pointed out that last year was marked 
by a temporary contraction in world 
trade with a corresponding tendency 
for businesses to reduce their inven- 
tories, thus slowing up the rate of 
expansion for some classes of insur- 
ance. Prices for the first time since 
the war were relatively stable, and he 
said the insurance figures “denote a 
real participation in an expanding 
world economy and not in any sense 


a mere inflation of monetary values.” 

Touching on underwriting results, 
Mr. Trustam remarked that fire pro- 
fits showed an encouraging improve- 
ment but casualty experience was still 
dominated by losses in automobile and 
remained unprofitable. 

“In the U.S.A. there are good 
grounds for believing that the under- 
writing situation is under control and 
gradually reverting to normal,’ Mr. 
Trustam said. “Towards the end of 
last year there were signs that the 
intrinsic deterioration in the experi- 
ence was being checked and, with cer- 
tain increases in rate levels which 
have since received official approval, 
the improvement seems to have been 
carried forward into 1959. I feel, there- 
fore, that we may entertain a reason- 
ably restrained optimism for the fu- 
ture, without of course expecting full 
prosperity to return overnight.” 


U. S. Experience Important 


Experience in the U. S. is of impor- 
tance, Mr. Trustam pointed out, “inas- 
much as with adverse underwriting 
results in the U. S. our business there 
tends to be challenged as a possible 
source of dollar earnings. 

“T expressed last year my confidence 
in the future of insurance in America,” 
he stated, “asserting that in my view 
it was unthinkable that so great an 
industry there could continue on an 
unprofitable basis. Already there are 
signs that forecast will prove right; 
and provided British companies can 
secure underwriting results reasonably 
near the market average, and operate 

(CONTINUED ON PAGE 23) 





Cal. Agents Seek 


$7.8 Million In 
Commission Suit 


California League of Independent 
Insurance Producers, the entity 
created to sue the casualty companies 
for reducing auto commissions, has 
filed an amended complaint in federal 
court in San_ Francisco seeking 
$7,845,000 in treble damages under the 
anti-trust laws. 

As directed by a recent ruling of 
federal court, the amended complaint 
charges the seven defendant insurers 
with coercion, boycott and intimida- 
tion in reducing auto commissions 
late in 1957 and sets damages suffered 
by each of the complaining 470 agents 
at “at least $5,000 each” in 1958. The 
status of CLIIP is defined, as re- 
quested by the court, as a plaintiff be- 
cause it holds “assignments for col- 
lection” from the agents. 

The insurers were given two weeks 
in which to file an answer. The dead- 
line is July 13. 

In the new complaint, the agents 
back up charges of conspiracy with 
this language: 

“It was a provision of the aforesaid 
conspiracy and continuing agreement 
and concert of action that in order to 
make effective the reduction in com- 
missions, the defendants did— 

“(a) Coerce and intimidate other 
companies to join in the reduction; 

“(b) Threaten to boycott and ac- 
tually boycott any agent who protested 

(CONTINUED ON PAGE 27) 


Continental Casualty 
Gives Nod To N. Y. 


Department A&S Rule 


With the consent of Continental 
Casualty, a decree granting injunctive 
relief against the company has been 
entered into, ending the lawsuit in- 
volving credit A&S insurance brought 
on behalf of Superintendent Thacher 
of the New York department by At- 
torney General Lefkowitz. 

The consent decree, effective July 
10, ends the action begun last March, 
when the attorney general obtained 
an order requiring Continental Casu- 
alty to show cause why it should not 
be enjoined from selling credit A&S 
coverage without having secured de- 
partment approval of rates and policy 
forms under the new credit insurance 
law which became effective Oct. 1. 


Department Is Quoted 


In its statement explaining the de- 
cree, the department said, “The con- 
sent decree requires the company aft- 
er July 10, to sell no policies of this 
sort in New York without first ob- 
taining such approval from the insur- 
ance superintendent and provides for 
payment of costs by the company. 

“The company, in addition to con- 
senting to this decree, has agreed that 
it will construe outstanding policies 
issued on or after Oct. 1, 1958, as pro- 
viding expanded benefits to bring 
them in line with the department’s re- 
quirements under the new credit in- 
surance statute. The company has al- 


To Give Under 25 
Driver Chance To 
Get Over 25 Rate 


DES MOINES—Farmers Mutual Re- 
insurance of Grinnell, Ia., has adopted a 
new plan of reclassifying youthful 
drivers who successfully pass a standard 
test made to evaluate basic attitudes 
and degree of maturity as related to 
driving habits. 

The Iowa department has approved 
the plan. The company writes mainly 
farm business at rates approximately 
15% below bureau with an additional 
10% credit for not having any accidents 
during a previous two year period. 

The company plans to set times for 
the youthful drivers to take the tests 
over the state or in the company’s home 
office. A 75% grade will be considered 
passing. 

The driver under 25 must sign an 
application giving factual history and 
a certified motor vehicle record. If he 
passes the test he will be given the 
same rate classification as the over 25 
driver. If the youthful driver has one 
accident in which he is held to be pri- 
marily at fault he would revert to his 
former classification and higher rate. 


N.Y.C. Blue Offered 
26.5% Rate Increase: 
Had Applied For 34.2% 


NEW YORK—The New York de- 
partment has turned down Associated 
Hospital Service’s application for an 
average 34.2% rate increase, but au- 
thorized a 26.5% boost if the Blue 
Cross plan amends its petition to ac- 
cept the lower figure. If Blue Cross 
agrees, the new rates can become ef- 
fective Sept. 1. 

Harry Seasan, vice-president of the 
plan, said he was not satisfied with 
the ruling, adding, “It is my opinion 
this increase will not be adequate to 
carry us through to the end of 1960, 
if we are to meet increased payments 
that the hospitals will need to render 
service to our subscribers.” 


It is believed, however, that the 
plan will amend its application. 
Charles Garside, president and 


chairman of Blue Cross here, said at 
a hearing last month, that in spite of 
the 22.3% increase the plan received 
last year, income in the first three 
months was more than $5 million short 
of operating and legal reserve re- 
quirements. 


Ill. Lloyds Brokers Fete 


John Lewis, London Visitor 


Assn. of Lloyds Brokers and Illinois 
Surplus Line Brokers Assn. last week 
were hosts at a cocktail party honoring 
John Lewis, one of the leading under- 
writers at London Lloyds. Mr. Lewis is 
the former chairman of Lloyds Under- 
writers Fire & Non-Marine Assn. and 
currently has been representing Lloyds 
on various committees of British in- 
surers dealing with questions arising 
out of nuclear reaction and radiation. 





so requested insurance department ap- 
proval of revised forms and rates 
which it recently filed to comply with 
the new law.” 

John A. Henry, vice-president, sec- 
retary, general counsel, Continental 
Casualty, expressed satisfaction with 
the ruling and said the settlement was 
“amicable.” 
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Insurance Stock = 
Outlook Brightens | 
In Second Quarter 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co. i 


Instead of mourning over a poor 
first quarter, it looks as if in the fire- 
casualty field we can now do a little* 
crowing over a good second quarter. 

June will probably turn out to be a¥ 
good month. May was a real winner, 
Many companies “got well” on this, 
improvement and are even or better 
for the first five months in comparison! 
with 1958. 


Gives Buoyant Valuation 


ane 


~~ 


‘ 
| 
{ 
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The stock market gives the com- 
panies a buoyant June 30 valuation for 
their portfolios. Especially heartening! 
was the improvement in the oils, which) 
is the cornerstone of many an insur- 1 
ance company list (for instance, North 
America with its 1,000,000 shares of, 
Standard Oil of New Jersey). Isn’t it a’ 
fair guess that those life companies 
that decide to go for equities as a‘ 
means of minimizing their federal tax || 
will start with the oils that have been} 
under such pressure. One explanation 
of the weakness in oils has been that 
the insurance companies and funds and 
other massive holders are so heavily’ 
invested in them that there is little 
important buying power left. Maybe! 
the life companies will change that 
tune. ' 

The fire-casualty stocks eased off in | 
April and tumbled in May. The spill 
caught most of the professional traders 
by surprise. For a time there were‘! 
only sellers and no buyers. Everything 
was glum. The main cause was the | 
poor first quarter results. Those that , 
were the most intimate with the in- 
dustry were not alarmed by the ex-! 
perience because they are used to the, 
fact that the first quarter is always| 
a loser. Moreover, the losses were at-| 
tributable to fires that grew out of the 
harsh winter over most of the country 
and to early season weather losses‘ 
such as the St. Louis tornado. This 
seemed to be explicit and non-recur- | 
ring. As a matter of fact, there seemed 
to be encouragement in the trend of 
automobile losses due to rate increases. } 
Liquidation Set In i 

But liquidation set in, perhaps on ‘ 
the theory that the much heralded ¢ 
improved cycle in the business had § 
come a cropper. Insurance men them- ( 
selves got to pulling long faces and } 
anybody without a bad first quereat 
was regarded as a dilettante. Like the | 
time John R. Cashel, then western; 
manager of Providence Washington, | 
back in the 1930s, phoned up President, 
Fred Luce at midnight. The Chicago ; 
stockyards were burning up and the) 
radio announcers were hysterical.) 
Cashel told Luce he might sleep better, 
if he knew that P-W didn’t have a) 
nickel of liability on the stockyards. 
Luce, in caustic style, said he had been 
sleeping fine until Cashel woke him 
up and what was the matter with him} 
anyway, wasn’t he doing any business ) 
out in Chicago? 

Then there were other depressants. 
Travelers striking out independently’ 
caused some trembles. Could it be that! 
just as there seemed to be a chance 
to staunch the bleeding from auto 

(CONTINUED ON PAGE 23) | 








THE NATIONAL UNDERWRITER. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 63rd year, No. 27, Friday, wa 3 
1959, $7.50 per year (3 years, $20); Canada $8.50 per year (3 years, $23); Foreign $9 per year (3 years, $24.50). 30 cents per copy, back copies 50 cents. Entered as second-class ma 
April 15, 1931, at the post office at Chicago, Ill., under Act of March 31, 1879. 





}. 1959Y July 3, 1959 


‘HT 
‘ 


a poor 
le fire- 
a little™ 
arter. 
LO be as 
vinner, 
m this, 
better 
parison | 
‘ 
i 


{ 
» com- 
ion for 
rtening/ 
which} 
insur-! 
, North 
ires of 
n’t it a’ 
1panies 
3 as aj 
ral tax 
e been 
ination 
sn that 
ids and 
1eavily | 
s little) 
Maybe | 
fe that | 


| off in ; 
ie spill 
traders 
> were! 
ry thing 
as the 
se that, 
he in- 
he ex-! 
to the; 
always | 
ere at-| 
of the 
ountry ¢ 
losses ' 
». This 
-recur- { 
seemed | 
end of | 
eases. } 


aps on 3 
ralded ¢ 
ss had & 
them- | 
es and } 
yuarter 

ike the! 
vestern | 
ington, | 
esident ; 
‘hicago 

nd the 

terical. } 
» better; 
nave a) 
kyards. 

id wen 
ce him 
ith him 
usiness | 


assants. 
ndently 
be that} 
chance} 
n auto 
| 
17 


—— 


, July 3} 
$ matter | 


HizNATIONAL UNDERWRITER 





ONLY INA GIVES YOUR CUSTOMERS... 





these complete /nternational Service facilities 


INA’s world-wide organization can give your office international reach. It offers 
you special representatives and a network of offices in more than 40 countries, 
serving your customers with branches there . . . or your policyholders who travel 
abroad . . . or problems that come up with customers who export or import. As 
trade grows and the world shrinks, facilities abroad are becoming a ‘must’ of 
modern service. In this competitive day INA offers the agent with a future extra 


value in abundant measure. It’s unique and it’s yours. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America . Indemnity Insurance Company of North America ° Life Insurance Company of North America ° Philadelphia 
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Schaeffer, Assistant 
Hartford Fire Manager 
On Coast, Is Retiring 


A. H. Schaeffer, senior assistant 
manager of the Pacific department, is 
retiring after 39 years with Hartford 
Fire. His successor is John D. Gilliland. 
Howard W. Boyd, resident manager 
at Los Angeles, goes to San Francisco 
as superintendent of underwriting, and 
he will be succeeded by John F. Peters, 
who has been superintendent of pro- 
duction in the southern California de- 
partment. 

Mr. Schaeffer entered the business 
in 1910 with the old Washington Sur- 
veying & Rating Bureau at Seattle. He 
joined the George Tyson general agen- 
cy at San Francisco in 1912 and be- 
came chief examiner of National Union 
in 1918. Mr. Schaeffer went with Hart- 
ford in 1920 as an examiner in San 
Francisco and was appointed to his 
present position in 1940. 


Traffic Deaths Up 
For 5th Month In Row 


Traffic deaths increased again in 
May for the fifth straight month, the 
National Safety Council estimated. 
The May increase was 8%. There 
were 3,250 deaths this year against 
3,010 a year ago. The death toll for 
the first five months was 13,940, or 
5% above the 13,280 recorded in the 
same period last year. 

The council estimates that 500,000 
persons suffered disabling injuries 
from traffic accidents during the same 
period. 

The Wilkerson agency of Detroit 
has elected Earle A. Miller executive 
vice-president. 
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Cal. Governor Signs 
WC Benefit Bill 


Gov. Brown of California has signed 
a bill increasing compensation benefits 
from $50 to $65 a week, with perman- 
ent disability benefits going from $40 
to $52.50. The death benefit is raised 
from $12,000 to $17,500, with the bene- 
fits to widows with one or more minor 
children from $15,000 to $20,000. Burial 
expenses go from $400 to $600; life 
pensions for total disability from 40% 
to 60% of average weekly earnings. 

The approval of the bill will void a 
filing by California Inspection Rating 
Bureau for revisions which would have 
resulted in a 1.2% decrease in rates 
for workmen’s compensation. An 
amended filing will be put in which 
will have a contingency factor for 
higher medical fees now pending. 

Higher medical fees requested by the 
medical association were adopted by 
the industrial accident commission. 
Coupled with increased WC benefits, 
the rating bureau actuary estimates 
that rates will have to be increased an 
average of 16.7%. Of this, 1.2% would 
be for fees and 14.5% for benefits. Ef- 
fective date is undetermined but the 
companies suggest Sept. 17, or they will 
otherwise suffer substantial higher 
losses. 


To Study Merit Rating In Europe 

Four executives of Nationwide 
Mutual will tour Europe to study 
methods and operations of merit rated 
automobile insurance as practiced by 
companies there. Making the tour will 
be Dean W. Jeffers, vice-president 
sales; R. G. Chilcott, vice-president 
and manager of Nationwide General; 
R. J. Koenig, New England manager, 
and Harold T. Jackson, northeastern 
Ohio manager. 
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makes wide decisions. . . 
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SEAT OF LEARNI 


Some producers learn the hard way. Like 
inexperienced riders, they often make ‘| 
wrong choices in selecting the proper sad- 
dle for their business. The expert horse- 
man has confidence in his judgment, 
the smart producer does the same 
thing. Leo B. Menner & Company takes a personal interest 
in getting producers off to the proper start and keeping them 
there. Try us on your important and difficult risks! 


EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, ine 


BOARD OF TRADE BUILDING + 141 WEST JACKSON BOULEVARD « CHICAGO 4 
SUITE 2050 « TELEPHONE WEbster 9-7565 







We serve agents, brokers 
and insurance companies. 
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Chicago Fire Patrol 
Passes A Day Early 


Television news programs Monday 
evening featured films of patrol men 
leaving one of the stations of Fire In- 
surance Patrol of Chicago 24 hours be- 
fore the scheduled final closing-down 
of operations. It was stated that the 
Chicago Board had inexplicably dis- 
continued the patrol a day early, with 
only 10 minutes notice to the patrol 
men. 

News media in Chicago have been 
highly critical of the manner in which 
the discontinuance of the fire patrol 
has been handled by the Chicago 
Board. Several of the papers have 
shown an understanding of the rea- 
sons why the patrol is passing, but they 
have lost patience with the board be- 
cause announcements from it have 
been confusing, conflicting and have 
tended to keep the situation up in the 
air, although the decision to cease op- 
erations was made last year. The pa- 
pers blame the board’s “indecisive, 
obscure, and arbitrary” attitude for 
the failure of negotiations, as of July 1, 
for the city to buy the patrol equip- 
ment for $1. 


Smith Asks For Power To 


Regulate Credit Coverage 


HARRISBURG—C ommission- 
er Smith has asked the legislature now 
in session to give his department 
regulatory power over credit life and 
A&sS coverage. 

Saying that profits among credit in- 
surance companies “run as high as 
2,800%,” the commissioner declared 
that Pennsylvania is becoming a hav- 
en for “unscrupulous” operators in 
this unregulated field. 

He said that rates per $100 of cov- 
erage range from. 40 cents to $2, add- 
ing, “when rates vary to that degree, 
something is wrong. It needs looking 
into and supervision by the state.” 


American Fidelity Fire 


Miss. Deviation Approved 


Mississippi Rating Bureau has ap- 
proved American Fidelity Fire’s filing 
for a 65% deviation on EC rates on 
baled cotton and cotton linters, ef- 
fective June 1, for one year. Endorse- 
ment for attachment to the standard 
fire policy and a rate for the endorse- 
ment were approved. 

Central Ohio Accountants Elect 

Central Ohio chapter of Insurance 
Accounting & Statistical Assn. has 
elected William Lisle, Buckeye Union 
Casualty, president. Other new offi- 
cers are: Carbon Wolfe, Midland Mu- 
tual Life, vice-president; C. E. Lacey, 
Nationwide Mutual, secretary; and 
Dudley Plunkett, Columbus Mutual 
Life, treasurer. 


District of Columbia has approved 
the new homeowners program. 
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Expect Texas Auto 
Merit Rate Plan To 
Start About Oct. 1 


If the proposed merit rating plan 
for automobile insurance is adopted 
in Texas, it will not become effective 
Aug. 21 as originally contemplated, 
Penn J. Jackson, chairman of the board 
of insurance, said as the hearings were } 
concluded. 

It appears that the plan, or some 
variation of it, will be adopted and it 
will become effective perhaps Oct. 1, 

The proposed rating formulas were 
described in last week’s issue. They 
would call for a reduction in the al- 
lowance for commissions, an _ item 
which the agents have protested vig- 
orously. 

The proposed merit plan would give 
a reduction of 10% from manual rates 
for about 80% of insured vehicles 
which have not been involved in acci- 
dents over the projected three-year 
experience period. One accident in the 
three-year period, involving about 13% 
of insured vehicles, would be charged 
rates 30% higher than manual. Those 
involved in two accidents in three 
years, about 3% of insured, would be 
charged 70% higher rates, and those 
involved in three accidents, about 1.8%, 
would pay 110% higher than manu-’ 

The department proposes to cut ‘ie | 
allowance for commissions 25% to 20% 
on liability and from 30% to 25% on 
physical damage. 


Mutual Agents Protest 


Sterling Sasser Jr., of Austin, rep- 
resenting Texas Assn. of Mutual In- 
surance Agents, vigorously opposed 
the commission cuts, arguing that 
agents now retain less than 10% of 
the premium dollar from an average 
commission of 19.2%. Further reduc- 
tions, he predicted, would result in 
“turning unqualified fire and casualty 
insurance agents loose on the insuring 
public.” 

Former State Sen. Keith Kelly of 
Fort Worth, attorney for National 
Assn. of Independent Insurers, argued 
that the proposed plan should be op- 
tional and not mandatory. His chief 
objections were that the accident rec- 
ord would be based on the auto rather | 
than the driver, that it would cause) 
policholders to be charged higher rates 
because of accidents in which they} 
were not at fault, and that it would 
increase expenses of agents and in-| 
surance companies without providing | 
compensatory income. 

J. M. Rowley, Austin agent, said he! 
was disturbed chiefly at the giving of) 
credits on 80% of insured vehicles on} 
a basis of three years’ experience when} 
the average loss is once every eight 
years. 

Paul E. Edwards of the farm bureau 
companies said he did not believe the 
proposed plan was workable. 


Buffalo has appointed Boykin & Co. 
of Birmingham as general agents for 
Alabama. 
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Service Beyond The Treaty 
Intelligent Reinsurance Analysis 


FIRE - CASUALTY + TREATY + FACULTATIVE 


\ REINSURANGE_ 4, 


CHICAGO 4, ILLINOIS + 141 W. JACKSON BLVD. 
WABASH 2-7515 
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Northwestern F.&M. 
Is Merged With 


Guaranty Security 


Stockholders of Guaranty Security 
and Northwestern F.&M., both of Min- 
neapolis, have approved a merger of 
the companies. The new company will 
operate under the old Northwestern 
F.&M. charter but will be named Guar- 
anty Security. 

This merger will bring to a conclu- 
sion the fascinating transactions in the 
stock of Northwestern F.&M. which 
emphasize as no prospectus can do 
some of the latent values in fire and 
casualty stocks despite recent adverse 
underwriting records. 

Some time ago, an offer was made 
py Hartford Fire to buy Northwestern 
F&M. at $36 a share. Hartford had 
been reinsuring Northwestern’s busi- 


} ness 100%. The offer was rejected by 
a majority of the stockholders and this 


brought an end to the relationship 
with Hartford which had existed since 
1915. 


Offered $41 A Share 


Subsequently, Inter-Canadian Corp. 
of Minneapolis, a closed end invest- 
ment company, offered $41 a share for 
Northwestern stock on the contingency 
of receiving 6625% of the outstanding 


shares. The announced intention of 
Inter-Canadian was to liquidate the 
company. 


Inter-Canadian, which later changed 
its name to Great Northern Investment 
Co., obtained control of Northwestern 
at $41 a share. A dividend of $50 was 
declared, in cash to minority stock- 
holders and in stock from the portfolio 
to Great Northern. 

This did not result in liquidation of 
the company, but there was in mind 
the eventual merger of Northwestern 
with Guaranty Security. In order to 
accomplish this at a reasonable rate of 
exchange of stock, another dividend 
has been declared of approximately 
$8, in cash to minority stockholders 
and in stock to Great Northern Invest- 
ment. This has not yet been paid and 
the exact amount of it has not been 
determined. 

The effect of the two dividends was 
to reduce the assets of Northwestern 
F. & M. to the point where the stock 
could be exchanged for that of Guar- 
anty Security on roughly a one for one 
basis. The current book value of 
Northwestern F. & M. is approximately 
$9. 

When the merger is completed, new 
stock will be issued in Guaranty Secu- 


LOCAL AGENCY 
FOR SALE 


Among our extensive listings of agencies for 
sale, we can recommend this agency highly. 
The business is chiefly Fire and Casualty— 
location within a one hundred mile radius of 
Chicago. The community is a prosperous, ag- 
ticultural center and should offer ample op- 
portunity for expansion. 


Down payment and reasonable terms can be 
arranged. For information: Call Guy Fergason 
—HArrison 7-9040. 


In the market to buy a good agency? Con- 
sidering the sale of your agency? Our broker- 
age facilities are equipped to handle either 
interest in an advantageous manner. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 














FieNATIONAL UNDERWRITER 


rity Ins. Co. of Minneapolis, officers 
of which will be for tlhe most part 
the present officers of Guaranty Secu- 
rity. John A. Price is president; C. C. 
Sheehan, former Minnesota commis- 
sioner, and K. W. Peterson, and N. L. 
Crabtree, vice-presidents; T. R. Ander- 
son, treasurer, and W. S. Snyder, sec- 
retary. 


600 Hail Rogan On 
Eve Of Retirement 


Wisconsin Commissioner Paul J. Ro- 
gan was acclaimed for his leadership, 
vision and integrity at a dinner in Mil- 
waukee on the eve of his retirement. 
In public office for 12 years, Mr. Rogan 
has headed the Wisconsin department 
since 1955. 

Some 600 members of the insurance 
business, commissioners from other 
states and political leaders gathered to 
honor Mr. Rogan. One speaker de- 
scribed his administration as “an ex- 
traordinarily good one.” 

Heading the array of speakers were 
two former governors, Kohler and 


Thomson, Commissioner Paul Hammel 
of Nevada, president of NAIC; Charles 
L. Manson, Wausau, who succeeds Mr. 
Rogan; and Edmund Fitzgerald, chair- 
man of Northwestern Mutual Life. 

Among the other speakers were S. L. 
Horman, vice-president Time of Mil- 
waukee; Gary H. Kamper, president 
Badger Mutual; Robert Dineen, vice- 
president Northwestern Mutual Life; 
and Commissioner Sam Beery of Col- 
orado. 

Mr. Rogan will become executive 
vice-president and a director of Mort- 
gage Guaranty Insurance Corp. of Mil- 
waukee. 

Midland National Correction 

The 1958 Argus Casualty Chart con- 
tains an error in the figures of Mid- 
land National of Chicago. The five 
year totals of underwriting expenses 
incurred are $1 million overstated. 
The total should be $1,024,934 instead 
of $2,024,934. This results in a 24.4% 
ratio of expenses incurred to premi- 
ums written for the five years 1954- 
1958, and a five year combined loss 
and expense total of 98.7 instead of 
122.5 as shown. 


Foreign Producers 


View Problem Of 
Their Legal Status 


By L. TYTENS 

Federation of insurance brokers of 
12 European countries and Venezuela 
sent delegates to Madrid for their 
convention in June. Twenty national 
associations are presently members of 
B.I.P.A.R., and they represented about 
80,000 independent insurance and re- 
insurance producers, and brokers. 

After this convention the prospects 
are that B.I.P.A.R may develop rap- 
idly into a truly international organi- 
zation. Other federations in Latin 
American countries contemplate ap- 
plying for membership. Perhaps be- 
tween now and the forthcoming con- 
gress to be held in Germany in 1963, 


brokers’ associations from English 
speaking countries may apply for 
membership. 


Attendance at the congress in Ma- 
(CONTINUED ON PAGE 26) 








CHICAGO 4, ILLINOIS 
208 South La Salle Street 
STate 2-3200 


EVANSTON, ILLINOIS 
1633 Central Street 
DAvis 8-9600 





LOS ANGELES, CALIFORNIA 
611 South Catalina 
DUnkirk 8-3313 


ST. LOUIS, MISSOURI 
111 North 4th Street 
MAin 1-7000 


DALLAS, TEXAS 
2506 Cedar Springs Avenue 
Riverside 8-4026 





IF IT’S HAZARDOUS OR UNUSUAL... if it’s a risk that is difficult 
to place ... look to Homer Bray Service, Inc. Here you'll find unbeat- 
able market facilities and maximum-strength coverages for almost 
every risk classification. 


Highest security for you and your assureds is guaranteed by 
the unique Bray automatic treaties which combine American stock 
companies and Lloyd’s, London. 


It’s no wonder that more and more producers are turning to the 
“in depth” facilities of Homer Bray Service for profitable placement 
of every type of unusual risk... for more information, contact your 
Bray office today! 


@® HOMER BRAY SERVICE, 


AL CASUALTY COMPANY 


1) 


DENVER, COLORADO 
655 Broadway Building 
AComa 2-3705 


BURLINGTON, NORTH CAROLINA 
610 South Lexington 


CAnal 7-3665 








Jones America Fore 
V-P; Four Advance 
And Three Retire 


John R. Jones, secretary of America 
Fore fire companies in the Pacific de- 
partment, has been appointed a vice- 
president of all America Fore com- 
panies. He will assume administrative 
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retary of the fire companies in the 
western department, has been advanced 
to secretary and transferred to the Pa- 
cific department to assume general un- 
derwriting duties in anticipation of 
Vice-President Stephen W. Weymouth’s 
retirement on or about the end of the 
year. 

John K. Recktenwall, assistant sec- 
retary of fire companies in the west- 
ern department, has also been advanced 


direction of loss and claim activities 
in the Pacific department in addition 
to other assignments. 

Edward W. McDowell, assistant sec- 


to secretary. 


Arnold C. Avitabile, formerly 


(CONTINUED ON PAGE 20) 


re- 
gional claims manager, Pacific depart- 





‘More Men And Fewer Questions” 


During the Civil War, Stonewall Jackson found himself 
in a position that prompted the following telegram to his 
War Department at Richmond: “SEND ME MORE MEN 
AND FEWER QUESTIONS”. 


A lot of insurance agents could be prompted to send a 
telegram like this, but not if they are Buckeye Union agents. 


Here at Buckeye Union, we believe in serving our agents 
just as well as we know they serve their policyholders. In- 
stead of vague terminology about underwriting practices, 
we are clear and definite. There are few questions about 


acceptance of risks. 


We send our fieldmen into the field to give real help to 
our agents—instead of sending questions. And we send our 
agents the kind of promotional material that produces results 


and promotes their reputations in their communities. 


If you are interested in finding out why we are the top 
stock casualty writer in Ohio . .. and steadily progressing 
in Pennsylvania, Michigan, West Virginia, Indiana, Ken- 
tucky, and Virginia, why not phone our nearby branch office 


or our Superintendent of Agents in Columbus for details. 


BUCKEYE UNION INSURANCE COMPANIES 
Box 1499, Columbus 16, Ohio 
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These Golden Anniversary 
Policies were designed for our 
agents 

Featuring First Year Accident and Sick- 


ness Commissions at a Life Insurance 
Level with A & S Renewals. 


Golden Anniversary Income Security Policy 
Non Cancellable and Guaranteed Renewable to Age 65 






NEW INCOME SECURITY 
20th Century Income Security Policy 
Guaranteed Renewable to Age 65 


POLICIES! 
(Subject to Premium adjustment by Class) 


DESIRABLE AGENCY 
OPENINGS AVAILABLE 


Inquire about our 
Direct Contract or 


E. A. McCORD 
President 









NON-A 









L. K. Maupin, CLU 
Agency Vice-President 


@ DEPENDABLE INSURANCE SINCE 1910 
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Searl Advanced 
In WAB Changes 


Edwin N. Searl has been appointed 
assistant manager in charge of the 
advisory work carried on by Western 
Actuarial Bureau in the field of uni- 
form forms and rules of practice. 

Mr. Sear] is a fire protection engi- 
neering graduate of [Illinois Tech. 
From 1935 until 1948 he was with Mis- 
souri Inspection Bureau in rating and 
engineering work. In 1948 he joined 
Western Actuarial Bureau, where he 
has served as superintendent of sched- 
ules. In addition to his work on revi- 
sions of the Analytic System, the 
principal fire rating system used in 
the midwest, he has helped develop 
a number of the schedules used coun- 
trywide for certain of the _ utility 
classes. He has also been in charge 
of training programs for bureau en- 
gineers conducted jointly by WAB 
and Unéerwriters Laboratoriess 

Mr. Searl will be assisted by Nor- 
man C. Narten and J. Wesley Ooms, 
who have been engaged in this phase 
of the advisory work for some time. 

John Hommes, assistant manager, 
continues in that capacity and suc- 
ceeds Harvey O. Snediker whose sud- 
den death has_ necessitated’ the 
chan ges. 


Fla. Adopts Mea-ures To 


Reduce Traffic Accidents 


The Florida legislature has adopted 
several measures designed to strength- 
en traffic regulations. The new safety 
laws include a 100-man increase in 
the state highway patrol, additional 
penalties for driving while intoxicated 
or while license is suspended or re- 
voked, minimum standards for brake 
fluid sold in the state, pedestrian reg- 
ulations, and adoption of radar and 
other speed-timing devices. 


Ky.-Tenn. 1752 Officers 


Kentucky-Tennessee 1752 Club held 
its annual business meeting in Nash- 
ville during the combined meeting of 
Kentucky and Tennessee Assn. of 
Insurance Agents. New officers elected 
were R. A. Hinman, State Auto Mu- 
tual, president; Paul Reynolds, Meri- 
dian Mutual, vice-president, and C. E. 
Kleinschmidt, Meridian Mutual, secre- 
tary-treasurer. 


To Head S. F. Personnel Assn. 
Richard T. Bergsund, personnel di- 
rector of Glens Falls in the Pacific 
department, has been elected presi- 
dent of Insurance Personnel Manage- 
ment Assn. of San Francisco. Richard 
W. Drewes, Great American, is vice- 
president; Thora Goddard, Commer- 
cial Union, secretary and Martin R. 
Sorenson, United Pacific, treasurer. 








Jay C. Litts of Norton, the new 
president of Virginia Assn. of Insur- 
ance Agents, left, and G. Keith Mc- 
Murran of Newport News, outgoing 
president, are shown at the annual 
convention in White Sulphur Springs, 
W. Va. 
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Knapp Heads Chubb 
Auto Department A 
B 


Chubb & Son has appointed George 
G. P. Knapp manager of the automobile 
department. He en- 
tered the business 





with Chubb & Son) 7 
in 1947. In 1950 he 
went into the au- of « 
tomobile depart-) *# 
ment. For the past loo) 
two years he has} Cc. 
been assistant) ™ 
manager of the de- “r 
partment. A& 
? From 1948 to - 
va 1950 Mr. Knapp : 
G.G. P. Knapp was on the busi- “ 
ness development 
staff of the midtown office of Chubb gra 
& Son. He was a member of the faculty bre 
of the school of Insurance Society of e 
New York from 1949-1954. ie 
Standard Accident Names o- 
McKnight, Frazer In D. C. | i 
Standard Accident has _ assigned | 
William J. McKnight Jr. as production vol 
manager at Washington D. C. and Wil- it. 
liam F. Frazer as bond underwriter ; 
there. Ma 
Mr. McKnight joined Standard in | 
1937. He was production manager at : I 
San Francisco until 1957 when he was ity 


transferred to Washington on special | cal 
assignment. Mr. Frazer joined the | 
company in 1957 and has been in the 


home office contract bond department. “ki 
ites fur 

N. Y. Brokers Elect rd 
Insurance Brokers’ Assn. of New | pe 


York State has elected Thomas W. | Wi 
Sweeney, H. Mosenthal & Son, presi- Ag 
dent. Alexander Heid Jr., John A. | WI 
Eckert & Co. and John T. Harrison | un 
Jr., Flynn, Harrison & Conroy, were | in: 
elected vice-presidents. Thomas R. ani 
Duthie, Benedict & Benedict, was re- ne 
elected secretary, and S. Stanley Gray, ag 
McLean & McLean, reelected treas- ple 








“Large risk” n 
clients appreciate © 
this service 


OU SAFEGUARD “large risk” clients’ 

interests — and yours — when you 
recommend an appraisal that provides 
a sound basis for determining provable 
property value and related insurance 
protection. 

Many brokers and agents find our 
brochure, “Appraisal Procedure,” very 
useful in pointing up the value of an 
authoritative appraisal to industrial, 
commercial or institutional clients. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

We will be glad to send you a supply 
of these brochures and booklets — 
without cost or obligation, of course. 
Write Dept. NU. 


, 
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THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 
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First for Factual Appraisals Since 1910 
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A&S On Verge Of Expansion 
‘Break-Through: Alden Palmer 


The field of A&S is on the verge of 
a “break-through” bringing a degree 
of expansion of coverages and services 
that will make the decade of the ’50s 
look like a period of doldrums, Alden 
C. Palmer, Indiana commissioner of 
insurance, told the 400 registrants and 
families at the International Assn. of 
A&H Underwriters convention ban- 
quet at French Lick Springs, Ind. 

“Just as the great break-through in 
life insurance came when, in the 1920s, 
the concept of needs selling and pro- 
graming arose,” he said, “so the great 
preak-through in A&S will come when 
it grasps the same concept—and par- 
ticularly the concept of the integrated 
programing of life and A&S. When it 
does, A&S premium volume, which 
means coverage so badly needed both 
economically and politically, will soar. 
I predict that in the decade of the 1960s 
A&S premium volume will pass the 
volume of the only line still ahead of 
it, life insurance.” 


Many Still Peddling 


Palmer charged that the vast major- 
ity of agents, “among them high- 
caliber life men,” are still selling A&S 
on “a policy-peddling basis.” 

“How many of you,” he asked, 
“know how to use A&S in the clean-up 
fund, the emergency fund? How many 
of you are setting up disability read- 
justment income plans, dependency 
period plans, minimum income for life? 
What are you doing about mortgage 
A&S, educational disability insurance? 
What about the whole, fantastically 
untouched field of business disability 
imsurance—not just salary continu- 
ance plans, but disability in the part- 
nership and close corporation buy-out 
agreement, deferred compensation 
plans, and the like?” 

The concept that the business does 
not yet have, Mr. Palmer said, is that 
of income insurance—not life insur- 
ance and A&S insurance as separate 
lines, but the two integrated into one: 
income insurance. 


Academic Field Ahead 


“The academic field is ahead of you 
in this concept,” he chided. “Read 
what Dr. Huebner has to say about 
A&S and economic life values. Do you 
realize that two full years ago, a col- 
lege text won the only award in the 
insurance business listed in the Mar- 
quis Co.’s Blue Book of Awards be- 
cause it integrated the presentation of 
life and A&S into a new field, ‘income 
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Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
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insurance’? That concept is being 
taught in many colleges and univer- 
sities today; yet few if any in the 
business have grasped it. 

“I noted with interest and hope, 
that at the latest LIAMA and HIAA 
meetings, there was more talk than I 
have ever heard, of the integrated sale 
of life and A&S. However, on reading 
the papers delivered, I found that 
‘integrated sale’ meant to those talking 
about it, the simultaneous sale, which 
is not yet the full concept. Neverthe- 
less, those papers indicated that the 
business is moving toward the concept; 
and I predict a break-through in the 
next three to five years. 

“Suddenly, one of these days it is 
going to dawn on the business that 
the problem men face is loss of in- 
come and that what causes it makes 
no difference whatsoever in the eco- 
nomic result. The business is going to 
realize that it is as ridiculous to sell 


life and A&S separately as it is to 
break the homeowner’s policy down 
into its parts of fire, casualty, etc.” 

Mr. Palmer listed as the biggest 
needs of the A&S business: 

1. An imaginative line of policies 
suited to needs selling and program- 
ming. 

2. Field underwriting by agents who 
understand that, unlike the life case, 
they cannot confine themselves to re- 
porting overt facts and allowing the 
home office to evaluate them. Instead 
agents themselves must evaluate the 
risk, “especially for moral and morale 
hazard.” 


Derides Riders 


3. More flexible home office under- 
writing that seeks to find ways to ac- 
cept the risk on some basis, not de- 
cline it, or “slap on a skin-and-con- 
tents rider just because if you exclude 
everything, no one can ever say you 
shouldn’t have taken the case.” 

4. Nonforfeiture and paid-up values 
in A&S. “Don’t tell me all the reasons 
it can’t be done,” said Mr. Palmer. “For 
220 years, after Richard Martin’s first 
recorded life policy, actuaries said you 
couldn’t write a level-premium life 


New England Office 
Wins Merit Trophy 


The New England office of Stand- 
ard Accident has won the merit trophy 
for excellence in its 1958 operations, 
the second consecutive year it has re- 
ceived the award. The New York of- 
fice was runner-up and Pittsburgh 
placed third. 

The trophy is awarded for highest 
efficiency in operations including prof- 
it, collections, production and other 
top performance qualities. V. L. Klop- 
penburg, resident vice-president, heads 
the New England office. 

Martin G. Dumont, counsel of the 
Colorado department, has resigned to 
enter the private practice of law at 
Denver, specializing in taxation and 
insurance. : 





insurance policy for a fixed sum for . 
the whole of life. Then Thomas Simp- 
son, no more an actuary than I am, 
figured out how to do it; and James 
Dodson, irritated because he couldn’t 
get such a policy, formed Old Equita- 
ble, and life insurance as we know it 
today was born. 








and domestic markets 





Here’s the 
Place! 


C. Reid Cloon, President 


... AVIATION? 


COMMERCIAL OR PRIVATE 
HULL, LIABILITY, ADMITTED 


PERSONAL ACCIDENT 
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ILLINOIS R.B. JONES Inc. 


Jay W. Gleason, C.P.C.U., Executive Vice President 
ERRORS & OMISSIONS « EXCESS & SURPLUS « FIRE & EXTENDED COVERAGE « INLAND 
MARINE e MALPRACTICE ¢ 
LIABILITY: CONTRACTORS AND MANUFACTURERS; OL&T « SPECIALS « REINSURANCE 


PRODUCT LIABILITY ¢ PUBLIC 


175 West Jackson Boulevard, Chicago 4, Illinois, WAbash 2-8544 






















The tone of the unusually stimulating 
Insurance Advertising Conference an- 
nual meeting at Williamsburg, Va., was 
set by W. W. Clement of American In- 
ternational Underwriters, retiring pres- 
ident, in the report of his administra- 
tion. He began by reading excerpts 
from the letters of retired members 
who could not attend the meeting. One 


Ad Men Must Be Integrated In Modern 
Insurer Marketing Setup, IAC Agrees 
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so in the future. There is no seller’s 
market in insurance today, nor will 
there ever be one again. From here on 
out, the competition will be increasing- 
ly keen, and there is no place in the 
forefront of the struggle for those who 
are considered printing and supply 
men. 

Mr. Clement’s views were bolstered 
by practically every speaker on the 
program. 


correspondent noted that the confer- 
ence had come a long way since the 
days when advertising in many com- 
panies was entrusted to the super- 
intendent of printing and supplies. 
Mr. Clement noted that some insurer 
managements still regard ad men in 
this light. Their view is out of focus, 
in his opinion. The ad man is vitally 


Communications Loss 

Edward N. Mayer Jr., vice-president 
of McCann-Ericksen advertising agen- 
cy, declared that the advertising man 
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of tomorrow must face up to one basic 
and disturbing fact. In almost all mar- 
keting, there is a tremendous communi- 
cation loss which is costly and unneces- F 
sary. The basic selling message, under 


present conditions, just doesn’t seem to a 
get through with any real impact to nua 
all of the levels it is supposed to reach. nev 
Part of this message, often a major part, Ma 
gets lost along the way. Sch 

The sales message fades as it goes! Cle 


from level to level and from man to! f 
man, out through a distribution sys-} pre 
tem. This loss multiplies as a selling! 
program is diluted down through a} 
field organization, Mr. Mayer observed. | 
The advertiser of tomorrow will need 
a communications expert, an advertis- 
ing specialist who can provide him 
with the answer to this basic problem, of 
he continued. Advertising will have 
to take its place within a larger con- A 
text as an integral part of a complete 
marketing communications _ service, 
specifically designed to solve the) 
problem of communication loss. 
Insurers will be called upon to use 
the varied tools of complete snarhnetiall 
communications, although, in Mr. May-}| 
er’s view, they are ahead of many in-} tak 
dustries in their approach to and con-. and 
cept of the role advertising and the) L. 
advertising man must play in the fu-) Mu 
ture. Mr. Mayer said that marketing 
communications is just a fancy name 
for seeing that the complete selling 
message gets through intact. This will 
include market planning which is the} RB 
traditional product or market research 
with one major difference. It is com- 
pletely consumer oriented. It is the} 
analysis of a specific market 1n terms 
of the people that make it up, and the 
pinpointing of their needs and wanis. 
Insurers were among the pioneers in 
scientifically determining customer} Far 
needs and in designing and redesigning 
policies to fit them. This approach has} Op 
served insurers well, but now market!) F 
planning information must be applied) Yor 


the 
dire 





Far 





to all communications programs. dep 
Public Relations A Factor hog 
Merchandising and sales promotion’ Inte 


activities must reflect the basic find- 
ings of such research. They must be) & 
communicated clearly and fully, up 
and down the line, Mr. Mayer empha- 
sized. 

Another area of communications to 
be considered is public relations— 
something many advertising men have 
not felt was their responsibility. This 
attitude must change. They must be 
sure that proper climates of opinion 
are created and maintained with all the 
publics with which their companies 
deal in their total selling efforts. This 
means that it will become more and 
more necessary to facilitate communi- 

(CONTINUED ON PAGE 22) 
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Raddatz Is President 
Of Wis. Mutual Agents 


Philip Raddatz, Oshkosh, was elected 
president of Wisconsin Assn. of 
Mutual Insurance Agents at the an- 
nual meeting at Elkhart Lake. Other 
new Officers are James’ Radtke, 
Marshfield, vice-president; Paul 
Schaeffer, Milwaukee, secretary, and 
Clem Mayer, Jackson, treasurer. 

Henry Bean, Haddonfield, N. J., 
president of National Assn. of Mutual 
Insurance Agents, reported on activi- 
ties of the national association. This 
was followed by a debate between 
Irving Gaines, president of Wisconsin 
chapter of NACCA, and William J. 
McKenna of the Chicago law firm 
of Jacobs, Miller, Rooney & Leder- 
leiter. 

An agency-company forum con- 
cluded the meeting. The future of 
commissions was presented by Bar- 
nett Franks, Milwaukee, for the agents, 
and by Robert W. Doucette, secretary 
Milwaukee Automobile Mutual, for 
the company side. The agency side of 
direct billing vs agency billing was 
taken by Arthur Schmidt, Milwaukee, 
and the company viewpoint by Norman 
L. Trebilcock, vice-president Badger 
Mututal. 


Wenzel President 
Of Truck Exchange 


R. H. Wenzel has been elected pres- 
ident of Truck Exchange of Farmers 
group of Los Angeles. 

Mr. Wenzel has been Ist vice-pres- 
ident and general manager of Truck 
Exchange since 1945 and before that 
was assistant general manager of 
Farmers Exchange. He has been with 
Farmers group since 1935. 


Opens Foreign Desentanet 

Flynn, Harrison & Conroy, New 
York brokers, has established a foreign 
department, headed by William S. Mer- 
bourg. Mr. Merbourg joined the firm 
in 1957, after 10 years with American 
International Underwriters. 


‘ 


H 


Dallas Again Winner 
Of Royal-Globe Contest 


Royal-Globe’s Dallas office which 
supervises the Texas-Oklahoma region 
was the group’s top profit producing 
unit in the country for the third suc- 
cessive year. Rating of 23 regions 
countrywide was based on three year 
averages for increased production, in- 
creased indicated profit and reduction 
of controllable expenses. 

Runner-up to Dallas for the second 
straight year was the Atlanta office 
which supervises Alabama, Georgia 
and Florida. The Omaha office—Ne- 
braska-Iowa region—moved up from 
eighth place last year to third. 


Clarke Smith, U.S. manager and 


president, will present a sterling silver | 


“President’s Cup” to George J. Henry, 
regional manager at Dallas, As a three 
time winner, Dallas will keep the cup 
permanently and a new one will be 
offered next year. 


General Re Promotes 

Eric M. Maynard and Vincent T. 
Schuster have been appointed secre- 
taries of General Re. They are engaged 
in underwriting activities at the home 
office and previously were assistant 
secretaries—Mr. Maynard since 1951, 
after reinsurance experience in Lon- 
don, and Mr. Schuster since 1957, 
after previous association with the 
New York office of Travelers. 

Ernst A. Burkhard, for two years a 
claims representative attached to the 
Pacific department, has been appointed 
an assistant secretary. Before joining 
General Re he was an officer of Gulf 
of Dallas. 


Nielson Is President 
Of Montana Mutuals 


Niels Nielson, Dagmar, has been 
elected president of Montana Mutuals 
Insurance Assn. Also elected are D. 
N. Hitch, Hobson, vice-president, and 
Chester Pehlke, Whitewater, secre- 
tary-treasurer. 
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When your clients need Administrator or Executor bonds, 
they need them in a hurry. Royal-Globe’s post card appli- 
cation is now good for bonds up to $50,000, without appli- 
cant’s signature. 

This is just one sales item in Royal- 
Globe’s completely streamlined bond 
service. Another sales advantage is 
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U.S.F.4G. Appoints 
Bauer Assistant V-P 


U.S.F.&G. has elected Charles T. 
3auer assistant financial vice-presi- 
dent. He joined the company in 1954 


as a securities analyst and was elected 
an assistant secretary in 1957. 


Hartford Steam Boiler has leased the 


entire 16th floor of the new 17-story 
block-square office building at 125 
Maiden Lane, New York City. The 


Maiden Lane space will be the largest 
of the company’s 19 branch offices. 


Fie NATIONAL UNDERWRITER 


Award Mich. Felon For 


Police Chase Injuries 


LANSING—In another of a series of 
liberal decisions inimical to insurance 
interests, the Michigan supreme court 
has held that a felon injured in an 
accident while being chased by police 
still may collect on accident insurance. 

Robert Davis, convicted of burglary 
in 1957, was plaintiff, through his wife, 
in an action against Detroit Automo- 
bile Inter-Insurance Exchange seeking 
to recover damages on their insured 
car. 





Ve 
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Davis, according to testimony at the 
Washtenaw County circuit court trial, 
was attempting to escape with loot 
when pursued by police. He wrecked 
his automobile in the chase and suf- 
fered personal injuries. 

Justice Kelly, writing the majority 
opinion, cited a U.S. court opinion al- 
lowing recovery on an accident policy 
for injuries suffered during prohibi- 
tion days from drinking a potion con- 
taining wood alcohol. Chief Justice 
Dethmers, and Justice Edwards dis- 
sented. They stated that “risks of in- 
jury while engaged in burglary and 
escape from aot pursuit therefrom are 
certainly beyond the normal contem- 
plation of the contracting parties.” 


Walter H enile Canadian 
Marine Office Branch 


Marine Office of America has opened 
an office in Montreal at 276 St. James 
Street. F. Lincoln Walter is manager. 
Mr. Walter joined the organization in 
1933 and has been an assistant un- 
derwriter, underwriter, and most re- 
cently cc -manager at Los Angeles. 


Hardesty Appointed 
By Stewart, Smith 


William C. Hardesty has joined 
Stewart, Smith & Co. as _ office 
manager at Phila- 
delphia. The of- 
fice, which is ex- 
panding its facili- 
ties, serves the 
middle Atlantic 
area. Mr. Hardesty 
has been in insur- 
ance since 1942, 
most recently with 
American Home, 
and prior to that 
with Zurich. 


William C. Hardesty 


Twice-Injured Employe 
Gets Overlapping Benefits 


LANSING—The Michigan supreme 
court has upheld a workmens compen- 
sation department award of overlap- 
ping benefits to the same worker, in- 
jured twice while working for succes- 
sive employers. 

The employe suffered a leg injury on 
his first job, and began drawing com- 
pensation. Subsequently he took a job 
in another city at lower pay and lost 
fingers from both hands in an accident 
there. A second award was made al- 
though he was still collecting benefits 
on the earlier injury. The four justices 
signing a dissent cited a 1943 amend- 
ment to the Michigan act limiting a 
worker toe benefits from one accident at 
a time 


Broker Gets Liquor Line 

SEATTLE—Sprague & Israel, Seattle 
brokers, have been awarded a contract 
to insure the Washington Liquor Con- 
trol Board against burglary, robbery 
and fire for three years for a premium 
of $74,588. It was the lowest of three 
bids and was the first time a broker 
had been selected on a bid basis. 

The board’s insurance had _ been 
handled by Washington Assn. of In- 
surance Agents, but the association 
declined to participate in the new bid 
plan. It is expected that the Sprague 
bid will save the state some $4,000. 

Mr. Sprague waived his commission 
on the burglary and robbery and of- 
fered to waive it on the employes 
blanket bond if the insurer will con- 
sent. That would leave a commission 
of $8,095 on the fire insurance. 
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North America Names | 
Brawley In La. Office 


Indemnity of North America has! 
appointed John D. Brawley manager 
of its New Orleans service office. He 
will supervise casualty business in 
Louisiana and Mississippi. Mr. Braw. 
ley joined the company in 1952 as 
special agent at Atlanta and has been} 
assistant manager there since 1958. 


N. Y. Auto Group Elects 


Automobile Casualty Underwriters 
Assn. of New York City elected John 
S. Barnes of American Surety chair.) 5S 
man, Joseph F. Finnis of Fireman’s| 5" 
Fund vice-chairman, and Harold M,; Y 
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Retires From Great American neg] 
W. F. Giddings, veteran superintend-) non 
ent of the accounting department in the} exai 
Pacific department of Great American vers 


in San Francisco, has retired. He is) of t 
succeeded by Paul F. Gallagher, who) sure 
hes been with the company in that de-} can 
partment for 10 years. 
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LIQUOR LIABILITY . . . vital 
coverage for your assureds because 
of the extremely large awards be- 
ing made today! Now, it is doubly 
important that clients have the 
protection that Caplis-Hielscher 
provides. Seasoned experts set 
realistic policy limits. Strong 
markets offer the maximum in 
security. Yes, when you need the 
finest service for dram shop cov- 
erages . . . and every special risk 
. . . look to Caplis-Hielscher— 
specialists in insurance at Lloyd’s, 
London. 
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fic , Presents Evidence Of Excessive Claim 
. hal Payments To Third Parties By Insurer 


anager) as an illustration of his topic, “Are 


ce. He Our Companies Too Liberal in Claim had been raining. Payment $1,500. 
ess iM) payments,” David A. Streger of New 5. A girl, 9, had two front 
Braws Rochelle presented to the local board 
952 a8} trum during the convention in Syra- pal parking lot. Oil had leaked on to the left knee. 
S aa cuse of New York State Assn. of Insur- the surface and when the girl tried to 
5 


ance Agents a file of sidewalk fall 
claims paid by one 
municipal risk. 
writers} There is no reason why a stranger, 
d Johni the third party, should be dealt with 


insurer on one 


the insurer paid $2,600. 
6. A woman 


carrying 


condition.” The street was wet because 


tag her friend, she slipped and broke 
the teeth. No one censured her for 8. A boy, 


playing tag in the parking lot. Instead 


groceries 


FieNATIONAL UNDERWRITER 


twisted her 


Payment, $450. 


visor on duty 


and fell. She had 
an X-ray at the hospital and was re- 
leased. The police report stated: “Ex- 
amined sidewalk at scene and found 
same free of any defects. In fact, half 
the sidewalk is new.” 
teeth 7. ror 
broken while playing tag in a munici- the curb and suffered contusions of 
X-rays were negative. 
The sidewalk was in good condition. 


ankle 


A pedestrian fell stepping from _ she 


8, insisted on climbing a 
tree on a public playground. 
twice told him to get The 
down from the tree. But Junior went 

















1] 


back up and finally made it—he fell 
and fractured his wrist. He spent one 
night in the hospital, had his wrist 
set in a splint, and was paid $1,000 

9. A woman suffered a fracture of 
the hip. The original report shows that 
stumbled on the curbing at a 
street corner where there was no de- 
fect in the curbing or sidewalk. The 
claim, however, states the accident 
occurred 18 feet to the east where 
there was a piece of broken curb. Pay- 
ment, $7,500. 
balance of the claim file is 
pretty much the same. Young and old, 


Payment, $400. 


A super- 





| Jess fairly or liberally than clients, Mr. 
Streger said. 

Yet many agents say that the heart 
of their problems with companies today 
is the loss ratios on liability insurance, 
auto and public. They tell story after 
story of sizeable payments where the 
n negligence of insured was doubtful or 
intend-| non-existent or the injuries grossly 
t in the) exaggerated. Agents view these ad- 
nerican verse loss ratios as an unfair criticism 
He is of the quality of their business. In- 
sr, who! sured is indignant when his policy is 
hat de-} cancelled for claim payments that are, 
' tohim, beyond comprehension. 


chair- 
‘eman’s! 
old M, 
-treas- 


Mostly Pedestrian Fall-Downs 


Mr. Streger’s file consisted chiefly of 
simple pedestrian fall-down claims. 
Not one case went to court. Every case 
but one involved a summons by an 
attorney demanding $6,000. Injuries 
and settlements vary, but the demand 
| is always $6,000. This happens to be 
limit for cases in the local court. 

A man fell on the sidewalk in front 
of his own home. He fractured his 
} wrist, but hospitalization was not re- 
quired. The police report states: “In- 
spected scene of accident and found 
= condition good on sidewalk.” This is a 
relatively minor injury, with no de- 
fective condition, from a fall on a side- 
% walk that the claimant had used for 

25 years. Payment, $1,150. 

» 2. A woman 48 turned her left ankle 
| crossing the street. She refused medi- 
® cal attention. The defective condition 
» was a shallow pothole one inch deep 
and five inches across. Payment, $800. 
», 3 A woman fell while running to 
» catch a bus. She said the street was 
® icy, which caused her to slip and 
| fracture her wrist. She kept an ap- 
pointment with her dentist and then 
went to a doctor and was released. The 
| police were notified. They couldn’t 
| find the icy patch because the snow 
)) was still falling. Payment, $300. 

4.A man claimed he slipped and 
fell on a wet street and hurt himself. 
There was no police report. A report 
by the department of public works 
j reads: “This claim is very vague. Out- 
§ side of stating that the street was wet, 
he makes no mention of any other 
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rich and poor, fall down, get up, and 
get paid, Mr. Streger observed. 

What do the companies say about 
claims of this kind? The answers are 
cliches almost as routine as the acci- 
dent: “From our vast experience in 
such matters, we know that the settle- 
ment is in our best interest.” “It is too 
expensive and time consuming to go 
to court.” “We are afraid of juries. 
They make excessive awards.” These 
are samples. 

Between company and_ claimant 
stands the agent, puzzled, powerless, 
and harassed, he added. He is told that 


FieNATIONAL UNDERWRITER 


court calendars are crowded. But 
rarely does he see a case of his get to 
a courtroom. He is told that his claims 
are putting his companies in the red. 
But he sees settlements for sums that 
stagger him. He has heard about 
companies that fight liability claims, 
all of them, and doggedly. Yet he does 
not really want his company to quib- 
ble where there is an honest claim 
fairl} presented. That is the vicious 
circlk —for how to separate the honest 
claim. ynt from the others? 

A umber of solutions are being 
tried: Charge the policyholder higher 


rates; "ut the agent’s commission; in- 
spect .isks and re-inspect them. It 
might :ust be that if claim men as- 
sessed more diligently the merits of 
each case, making payment where 
there is real liability and fighting the 
others till Hell freezes over, this type 
of settlement would be less common, 
Mr. Streger declared. 

If liability is what a jury says it is, 
perhaps claims men should be less 
reluctant to use the courts, he added. 
After all, there are defendants’ ver- 
dicts, though the large awards com- 
mand greater newspaper space. Jurors 
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friends. I guess most of them said they 
had never heard of it and that’s when 
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Personal Compensation plan. 

He’s doing real well with it. Seems 
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into a busy place like ours?” 
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may be becoming more sophisticated, 
Claims men must find some approach 
between the extremes of adamant re- | 
sistance to claims and loose payment 
for the sake of closing a claim file. 

The matter involves the agent’s 
relationship with his casualty com- 
panies, Mr. Streger said. Unless a solu- 
tion is found, these claims will come 
to be treated as workmen’s compensa- 
tion, and the field of liability insur- 
ance as it is known today will disap- 
pear. 


Two Officers Advanced 
By Central National 


Central National group of Omaha} 
has promoted Dale C. Tinstman, fi- 
nancial vice-president, to financial 
vice-president and treasurer, and Max 
Rochholz, chief accounting officer, to 
vice-president and general manager 
of Protective National. 

Mr. Tinstman joined Central Na- 
tional last year after having been with 
First Trust Co. of Lincoln where he 
was assistant manager of the invest- 
ment department and assistant sec- 
retary. Mr. Rochholz, a 20-year insur- 
ance man, was with the Iowa depart- 
ment and later with Iowa Mutual be- 
fore joining Central National six years 
ago. 





F.&D. Promotes Young 
At San Francisco 


Fidelity & Deposit has promoted 
Everett O. Young to assistant manager 
at San Francisco. He joined the com-| 
pany in 1950 as a special agent there.| 
In 1956 he was placed in charge of the! 
Oakland office, where he remained 
until 1957, when he was reassigned to 
San Francisco. 





N. E. Claims Men Elect 


At the annual meeting of New Eng- 
land Claim Assn. at Framinghan, 
Mass.; John J. Roth, Retail Credit Co., 
was elected president. Other officers 
elected were Ralph B. Coleman, Mas- 
sachusetts Casualty, vice-president; 
Michael Corcoran Jr., New England Lif 
secretary, and Donald W. Bliss, New 
England Life, treasurer. 


Wilkinson-Todd Changes Name 

The Wilkinson-Todd general agency 
of Indianapolis has changed its name 
to W. F. Todd Associates. Officers of 
the agency are William F. Todd, presi- 
dent; Hallett P. Foster, vice-president 
and secretary, L. S. Frost, vice-presi- 
dent and treasurer, and R. Wayne 
Leach and Albert H. Terry, vice-pres- 
idents. 
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Cal. Governor Studies 
Auto Accident Survey 


Gov. Brown of California is study- 
ing a lengthy report on the automo- 
pile accident and insurance situation, 
prepared by San Francisco Attorney 
Stanley Weigel to provide background 
for the governor’s pre-election and 
post-election statement suggesting the 
establishment of an automobile acci- 
dent commission to relieve crowded 
courts, assure some compensation to 
injured persons and avoid long peri- 
ods of litigation. 

Mr. Weigel stresses these points and 
discusses the idea of a commission 
but does not specifically recommend 
it Some of the points Mr. Weigel 
underscored are: 


“1. It is usually more than a year 
and sometimes several years before 
victims can get their cases determined 
by a court trial. 

“2. Automobile personal injury cases 
are a kind of gamble or game (with 
the skill of an attorney, sentiment of 
a jury or availability of a key witness 
often assuming greater importance 
than injuries or other circumstances.) 

“3. In many accident cases the 
question of fault is a close one... 
the real truth is hard to come by... 
and present law requires a finding 
that one party is entirely to blame 
or that both parties are to blame, in 
which case neither party can recover 
compensation for injuries. 


“4. No reasonable person, familiar 
with the facts, would deny that auto- 
mobile accident cases clutter up and 
delay the efficient functioning of our 
judicial system.” 

In praise of the report, Gov. Brown 
issued a statement, saying in part: 

“We aren’t sure that an automobile 
accident commission is the answer, 
and Mr. Weigel’s report isn’t com- 
mitted to that solution. It does make 
clear, however, that some solution is 
desperately needed, and it indicates 
to me that the commission may very 
well turn out to be the best possible.” 

As to such a commission, Mr. 
Weigel’s report said: 


“1, Many more accident victims 
would be entitled to compensation. 
Any one injured would be entitled 
fo some recovery in some amount ex- 
cept those cases where he himself has 
been guilty of wanton conduct such 
as driving while drunk. 

“2. The nature of automobile liabi- 
liy insurance would be changed from 
indemnifying the owner against fi- 
nancial loss—now its sole function— 
to the additional and direct function 
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of paying victims of accidents in 

which the insured vehicle is involved. 
“3. There would have to be some 

limits on the amount of payments. 


“4. The principal function of the 
automobile accident commission would 
be to determine the fact that the 
injury or death did occur in an auto- 
mobile accident, and the proper 
compensation to be awarded for the 
injury or injuries sustained.” 

Mr. Weigel expressed the opinion 
that under the present system there 
are too many delays in decisions, un- 
certainty and unfairness in judgments; 
and trials often ignore the basic and 
inclusive debated issue of compara- 
tive negligence. 

He suggested that the commission 
idea be further explored. 

Gov. Brown, at a press conference 
June 23, stated that the report would 
be given considerable study with the 
object of developing some system or 
plan to expedite automobile injury 
cases, to be presented at the 1961 
legislature. He indicated that the 
commission idea would be seriously 
considered although he anticipates op- 
position from attorneys. 


Combined Group Appoints 
Lowman, Marsh And Walsh 


Matt P. Lowman, regional sales 
manager of Combined of Chicago, has 
been appointed executive vice-presi- 
dent of Combined American of Dallas. 
He will be succeeded as _ regional 
manager of Virginia, West Virginia, 
Maryland, Delaware, North Carolina 
and Washington, D. C., by Matt Walsh. 
In addition, Wilbert M. Marsh has 
been named assistant controller of 
Combined. 

Mr. Lowman joined Combined in 
1949 as secretary and became vice- 
president in charge of Canadian op- 
erations in 1956. He has been regional 
manager since January. He succeeds 
William Sutherland, who is retiring, 
but who will remain on the board, 


Rooney In N. J. WC Post 


New Jersey senate has confirmed the 
appointmet of John B. Rooney, secre- 
tary of Loyalty group, for his second 
term as a member of the advisory coun- 
cil on disability benefits of the depart- 
ment of labor and industry. His term 
is for five years. 


Ore. County Agents Elect 

Harold Nelson has been elected 
president of Benton County (Corval- 
lis, Ore.) Assn. of Insurance Agents. 
Other officers are Lyle Layman, vice- 
president, and Mrs. L. F. Currier, sec- 
retary-treasurer. 
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No. 7 in an 
enlightening 
series of 

12 Broker-Type 


personalities. 


ggle-Eyed Pillpot 


Uncle Ulcer would feel like a million if he'd only check up on 
ANICO’s complete line of competitive policies and unique spe- 
cials (with competitive commissions! ). You should, too 





ANICO SALES LEADERS} QDENINGS EVERYWHERE IN 
$10,000 minimom speciat, | TERRITORY FOR REPRE- 
‘Lite with Family income | SENTATIVES, BROKERS AND 


to age 65. 
Income Conversion Rider. SPECIAL BROKERS 
Annuities. 
All forms of A&H. 
Complete line of Inquiries about these or other openings for 
mortgage protection. those with special qualifications and experi- 
Pre-Authorized Check Plan. ence will receive prompt attention and answer 


Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


For information address: 
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Conventions 


Aug. 6-8, Alaska agents, annual, Ketchikan. 

Aug. 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 

Aug. 13-15, Texas mutual agents, annual, 
Statler-Hilton Hotel, Dallas. 

Aug. 19-20, ABC Service Bureau, annual, 
French Lick-Sheraton, French Lick, Ind. 
Aug. 19-20, Hoosierland Rating Bureau, an- 
nual, French Lick-Sheraton, French Lick, 

Ind. 

Aug. 19-22, Federation of Insurance Counsel, 
annual, Fontainebleau Hotel, Miami Beach. 

Aug. 20-22, Montana agents, annual, East 
Glacier Hotel, Glacier Park. 

Aug. 24-25, South Dakota agents, annual, 
Sheraton-Johnson Hotel, Rapid City. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Spokane. 

Sept. 10-11, Minnesota agents, annual, Hotel 
Duluth, Duluth. 

Sept. 10-11, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 10-12, Nevada agents, annual, Elko. 

Sept. 12-14, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

Sept. 13-15, Oregon agents, annual, Marion 
Hotel, Salem. 

Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 14-15, Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 

Sept. 14-15, New Jersey agents, annual, Tray- 
more Hotel, Atlantic City. 

Sept. 15-18, Mutual Loss Managers’ Conference, 
annual, Edgewater Beach Hotel, Chicago. 
Sept. 16-18, Society of CPCU, annual, Ambas- 

sador Hotel, Los Angeles. 

Sept. 17-19, American Mutual Insurance Al- 
liance Forum, Schroeder Hotel, Milwaukee. 

Sept. 17-19, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 

Sept. 20-22, West Virginia mutual agents, an- 
nual, Daniel Boone Hotel, Charleston. 

Sept. 20-22, Indiana mutual agents, annual, 
Vendome Hotel, Evansville. 

Sept. 21-23, National Assn. of Insurance 
Agents, annual, Conrad Hilton Hotel, Chi- 
cago. 

Sept. 22, Michigan agents, annual, Conrad- 
Hilton Hotel, Chicago. 

Sept. 24-25, Oklahoma mutual agents, fall con- 
vention, Biltmore Hotel, Oklahoma City. 
Sept. 27-30, International Claim Assn., annual, 

Americana Hotel, Miami Beach. 

Sept. 28-29, New Hampshire agents, annual, 
Wentworth-by-the-Sea, Newcastle. 

Oct. 4-5, Vermont agents, annual, Equinox, 
Manchester. 

Oct. 4-6, Kansas agents, annual, Town House, 
Kansas City. 

Oct. 4-7, National Assn. of Casualty & Surety 
Executives and National Assn. of Casualty 
& Surety Agents joint annual meeting, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 7-9, Western Loss Assn., annual, Lake 
Lawn Hotel, Lake Delavan, Wis. 

Oct. 7-9, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 11-13, Ohio agents, annual, Sheraton 
Gibson Hotel, Cincinnati. 

Oct. 11-13, Tennessee agents, annual. Andrew 
Johnson Hotel, Knoxville. 

Oct. 11-14, Conference of Mutual Casualty 
Companies, annual, Baker and Adolphus 
Hotels, Dallas. 

Oct. 11-14, National Assn. of Mutual Insur- 
ance Companies, annual, Baker and Adolph- 
us Hotels, Dallas. 

Oct. 15-16, Nebraska agents, annual, Town 
House, Omaba. 

Oct. 18-20, Maryland agents. annual, Emerson 
Hotel, Baltimore. 

Oct. 18-20. Missouri Assn. of Independent 
—-. annual, Hotel Governor, Jefferson 

ty. 


Oct. 19, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 19-20, Arizona agents, annual, Phoenix. 

Oct. 19-21, National Assn. of Mutual Insur- 
ance Agents, annual, Chase Park Plaza, St. 
Louis. 

Oct. 19-21, Western Underwriters Assn., annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 25-237, Dllinois agents, 60th annual, Le- 
land Hotel, Springfield. 

Oct. 26-28, California agents, annual, Biltmore 
Hotel, Los Angeles. 

Oct. 26-28, National Assn. of Independent In- 
surers, annual, Sheraton Park Hotel, Wash- 
ington, I 

Oct. 27-28, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 29, Connecticut agents, annual, Statler- 
Hilton Hote), Hartford. 

Oct. 29-31, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 29-31, South Carolina agents, annual, Wade 
Hampton Hotel, Columbia. 

Nov. 15-18, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-18, Health Insurance Assn.,_ in- 
dividual insurance forum, Biltmore Hotel, 
New York. 
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North, south, east or west... 
you'll find prospects every- 
where, young man! The im- 
portant thing is to be on the 
GO. Make every minute count 
—minimize the detail. For 
years experienced producers 
have turned to Millers Na- 
tional and Illinois Insurance 
Companies to help them 
short-cut the selling process. 
Personalized field service, flex- 
ible contracts, proven sales 
aids and home office coopera- 
tion—these are the tools 
which help you convert your 
time into cash. Make this 
year a record-breaker. Call for 
a field man or write 


MILLERS NATIONAL 
INSURANCE COMPANY 


iLLINO!IS 
INSURANCE COMPANY 
Home Office, Chicago 6 
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‘Investment Firm Analyzes Insurer Status, 


Competition And Marketing Developments 


Dominick & Dominick, New York 
stock brokerage firm, has published 
“An Introduction to Fire and Casualty 
Insurance Stocks,” a booklet which 
analyzes and explains phases of in- 
| surer operations, past growth, recent 

developments and future prospects. 

Comprehensive charts and tables of 

jnsurer operating results are included 

in the booklet which succeeds in clar- 
ifying the major aspects of the busi- 
ness in 32 highly readable pages. Philo 
| Smith, analyst of the brokerage firm, 
is the author of the publication. 
One chart shows the shifting distri- 
| bution of premiums written by lines 
by stock fire and casualty companies 
in 1947 and in 1957. The relatively 
high degree of stability that has char- 
_ acterized the fire and casualty premi- 
um volume during periods of general 
| business decline is illustrated in an- 
other chart. This traces changes in the 
gress national product and compares 
variations in premiums written during 
selected years of economic stress, 
beginning in 1929 and continuing to 
| 1954. 

The booklet also includes a section 
on regulation and rates, the specialized 
| accounting peculiar to insurance, un- 
| derwriting earnings and investment 
practices. 


| Analysis Of System 


A section on distribution points out 
that the agency system is advantage- 
ous for insurers because it enables 
them to obtain a large volume of 
business without investing substantial 
sums in retail sales offices. The agen- 
cy system has also been effective be- 
cause the agent is a member of his 

| local community and is already known 
to the people to whom he sells. By 


GAB Appoints In Maine, 
Opens New Fla. Office 


General Adjustment Bureau has 
appointed Beryle D. Whidden manager 
at Bangor, Me., succeeding Stanley F. 
Hanson who was appointed general ad- 
juster for Maine. Mr. Whidden is suc- 
ceeded as manager at Presque Isle by 
Irving M. Gray. 

Mr. Whidden was senior adjuster at 
Bangor for six years prior to moving 
to Presque Isle in 1956. Mr. Gray 
joined GAB in 1949 and was at Man- 
chester, St. Johnsbury and Bangor be- 
fore being named senior adjuster at 
Augusta. 

GAB has opened a branch at Clear- 
water, Fla., under Loyd C. Stephens, 
adjuster-in-charge under the general 
supervision of St. Petersburg. 

The Cleveland, Miss., office has 
tablished a resident adjuster, Rich- 
ard E. Campbell, at Clarksdale. 





Houston Buyers Elect 


Houston Area Insurance Buyers 
Assn. has elected W. A. Holcomb Jr., 
Transcontinental Gas Pipeline Corp., 
a president; R. C. Lee, Armco Steel, 
Vice-president; Darold Black, J. Wein- 
garten Inc., secretary, and William D. 
- Bank of the Southwest, secre- 


Sullivan To Head Processing 

Standard Accident has named 
George L. C. Sullivan manager of the 
machine processing department. He 
joined the company in 1937 and has 
been assistant manager of the record- 
ing department since 1958. 





XUM 


advising his customers on the type 
of insurance which they should pur- 
chase and by assisting them in re- 
ceiving prompt and fair claim pay- 
ments when losses occur, the agent 
provides a valuable service. 

The agency system, on the other 
hand, has several important disadvan- 
tages. In some cases, the agent’s re- 
presentation of the insurer is inciden- 
tal to other interests, for he may also 
act as a real estate broker, a banker, 
or a merchant. As an independent 
business man, the agent does not serve 
the interests of the insurer exclusively. 
Furthermore, in the fire and casualty 
field, the agent has traditionally con- 
trolled the expirations. Agents are 
generally not exclusive agents, and 
they usually represent a number of 
companies. Consequently, a successful 
relationship between the agent and 
the company is not essential to con- 
tinuance of the agent’s business be- 
cause he can place his customers’ 
insurance with a number of insurers, 
the booklet explains. 

It points out that for many years the 
agents’ multiple interests did not im- 
pair the efficiency of the agency sys- 
tem, and the local agent was able to 
operate successfully as an independent 
business man. Operating in this way, 
each agent paid for his own account- 
ing and statistical operation in writing 
and processing policies and billing and 
collecting premiums. To perform these 
and other functions, the agent incurred 
expenses which would otherwise have 
been borne by the company. To recom- 
pense the agent for these expenses, 
the old-line companies traditionally 
paid large commissions which opened 
the door for competing methods of 
distribution. 


Direct Writer Methods 


In recent years, the direct writers 
have become an increasingly important 
factor in the insurance industry. On 
new business, the booklet emphasizes, 
their payments to salesmen or agents 
are lower than payments by agency 
companies. On renewals, these com- 
panies pay a lower rate than for new 
business, whereas agency companies 
pay the same rate. Direct writers bill 
policyholders direct. By centralizing 
their accounting operations, they are 
able to reduce unit costs, whereas, 
under the agency system, each agent 
maintains a separate accounting oper- 
ation for billing. Direct writers con- 
trol expirations and consequently their 
salesmen are free to concentrate on 
developing new accounts. Because of 
their more efficient methods of distri- 


bution, the direct writers have been 
able to sell at an average discount of 
about 20%. They have, consequently, 
grown much more rapidly than have 
the old-line companies. 

According to the study direct-writ- 
ers’ ability to reduce rates has been 
due not only to their lower expenses, 
but also to their selection of preferred 
risks with better loss experience. From 
1953 to 1957, for example, Allstate’s 
loss ratio in auto BI liability was 60%, 
compared with an over-all average for 
the business, of 61.2%. If the latter’s 
rates had been 20% lower, its loss 
ratio would have been 76.5%, instead 
of 61.2%. If the direct writers are to 
continue to grow more rapidly than 
the old line companies, however, they 
will be forced to underwrite average 
risks to a greater extent. 

The study indicates that the growth 
of the direct writers may have begun 
to moderate. Allstate’s share of the 
total amount of automobile insurance 
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written by stock companies increased 
rapidly in the post-war period, but has 
slowed down in the past few years. 


Agency Company Maneuvers 


Competition from direct writers has 
forced agency companies to improve 
distribution methods. The study high- 
lights special auto plans with direct 
billing and automatic renewals, rate 
deviations on homeowners, and re- 
duced auto commissions. 

Changes in present methods of dis- 
tribution are having a beneficial effect 
upon the operations of both companies 
and agents. Within the framework of 
the agency system, adoption of direct 
billing and automatic renewals is mak- 
ing possible an improvement in oper- 
ating efficiency and in competitive 
position. With these improved methods 
of distribution, the leading multiple- 
line companies can be expected to 
show continued long-term growth in 
premium volume, the study predicts. 





STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 


ful, 


creative performance that 


justifies the confidence of the 
assured. 

Yes, at Leslie H. Cook, Inc. 
you will discover the strength that 
placement for your important 
clients demands. 


INCORPORATED 


175 WEST JACKSON BOULEVARD - CHICAGO 4- ILLINOIS 


WABASH 2-8783 


REINSURANCE, Treaty Facultative - SURPLUS LINES, All Forms +» EXCESS COVERS 





Wolverine’s 


Homeowners 
Policy 








and theft from unlocked automobiles . 


Level Payment of Premium Plan. 


It’s easy to see why Wolverine’s 
Homeowners Policies are easy io sell... 
For further information contact the 
Agency-Sales Department. 
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WOLVERINE’S broad fou loweownerd POLICIES. 


provide these Plus features at no additional cost . . . (1) Mysterious disappearance 
. . (2) $250. Fire Department Service Clause .. . 
(3) Automatic 10% coverage on private buildings even though attached to dwelling by 
breezeway . . . (4) Deductibles vanish if loss exceeds $500 . . . (5) Basic Medical Pay- 
ments of $500 . . . (6) $300. Voluntary PD . 
motor boats with inboard motors up to 60 h.p. . . . (8) Personal Injury as well as Bodily 
Injury . . . (9) Business Pursuits of the Insured while in the employ of others . . . (10) Con- 
struction of a 1 or 2 family dwelling, regardless of who does the work . . . (11) Libel, 
Slander, False Arrest, Malicious Prosecution and False Imprisonment . . . (12) Newspaper 
delivery, baby sitting and similar activities undertaken by minors . . 





. . (7) Liability and M.P. on sailboats and 


. PLUS a simplified 


a 








WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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Insurer Gives 100th 
Anniversary Party 
For Brinks Inc. 


Commercial Union last week gave a 
party at Chicago for one of its long- 
time insured, Brinks Inc., the armored 
ear service, which is celebrating its 
100th birthday. Harry W. Miller, gen- 
eral U. S. attorney, and three of his 
associates from New York, together 
with C. M. Heinze, manager, and M. 
H. Hegbom, assistant manager at Chi- 
cago, were hosts to the officers and 
directors of Brinks. The reception and 
dinner were held at the Union League 
Club. 

Brinks began in business on May 5, 
1859, with one horse and one wagon 
and has grown to an operation servic- 
ing financial and business concerns in 
more than 100 cities in the U. S. and 
Canada. For one-third of that time the 
vital all risks insurance on money and 
securities has been written by Com- 
mercial Union. 

In 1926, H. Edward Reeves of the 
Joyce & Co. agency, Chicago, wrote 
the block armored carrier policy para- 
graph by paragraph in conjunction 
with William Betteridge, then Chicago 
marine manager of Commercial Union. 
Mr. Reeves’ subsequently became 
president of Brinks. He is retired, but 
still is a director of the company. 


Was Unusual Event 

This was an unusual event in the 
insurance business, that an insurer 
give a party in honor of its insured. 
But in the case of Commercial Union 
and Brinks there has been a close 
working understanding over the years. 
The money policy is tailor-made for the 
Brinks operations and all changes in 
it and development of it are handled 
in the three-man interchange involv- 
ing the insured, the broker and the 
underwriter. The Brinks business is 
written through Joyce & Co., and rep- 
resenting that agency at the party 
were Robert E. Stitt Sr., vice-presi- 
dent, and Robert H. Lynn, vice-presi- 
dent, who handles the Brinks account. 

Commercial Union, incidentally, now 
writes all the Brinks’ exposures. 

The New York contingent of Com- 
mercial Union consisted of Mr. Miller, 
who was toastmaster at dinner, Thom- 
as B. Kelley, deputy U. S. manager; 
Bruce K. Snyder, assistant U. S. man- 
ager, and John C. Ulreich, marine de- 
partment manager. 

Besides making the transportation 
of money and securities a matter of 
guaranteed safety for business and fi- 
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Ohio Field Men Elect 
Hutch New President 


Ohio Capital Stock Insurance Assn. 
elected Thomas Hutch, American, 
president at the annual meeting at 
Uniontown, Pa. William L. Venable, 


U.S.F.&G., is vice-president; George 
McQuain, Excelsior, secretary-treas- 
urer, and Helen Earl was renamed 


secretary. 

The outgoing president is William A. 
Gibson Jr. of North British. 

Rush W. Carter, vice-president of 
Aetna Fire in the western department 
and president of Western Underwriters 
Assn., was featured speaker. Talks also 
were given by Wayne Jenkins of the 
State Fire Marshal’s office; James 
Kanehl, Insurance Institute workshop 
coordinator, and John Ryan, special 
agent of the National Board. 

Fire Prevention Assn. of Ohio elected 
James E. Sever, Hanover, as its presi- 
dent, and H. B. Pence, American, vice- 
president; J. C. Custis, Ohio Farmers, 
secretary-treasurer; Howard Dobbs, 
Crum & Forster, executive committee 
chairman, and Helen Earl, executive 
secretary. 

Thomas J. Ocasek, manager of the 
fire prevention department of Western 
Actuarial Bureau, gave a talk on fire 
safety. 

The H. N. Coldwell memorial award, 
given to the Ohio field man doing out- 
standing work for the industry, was 
presented to William L. Venable of 
U.S.F.&G., the newly elected vice- 
president of Ohio Capital Stock Insur- 
ance Assn. Mr. Venable, who is assis- 
tant manager in central Ohio for his 
company, has served as president of 
the speakers club. He is a CPCU. 


Named Associate Counsel 


Charles J. Komaiko has been named 
as associate counsel of Allstate. A 
graduate of the University of Chicago 
and DePaul University law school, he 
joined Allstate’s legal department in 
1956. 





nance, Brinks made a notable contri- 
bution some years back to lowering 
the crime rate in the field of safe 
robberies. In the 1930s, armed rob- 
beries of small businesses in many 
cities were so prevalent that it was 
nearly impossible to obtain insurance 
against them. Brinks instituted the use 
of a patented safe in many of these 
business locations with the notice that 
it could be opened by Brinks employes 
only. These special safes had a re- 
markable deterring effect on the crime 
rate. 








Greep, Merrill, Richardson & Edwards agency of Fort Lauderdale has 





opened new offices in its own building at 2101 North Federal Highway. Among 
those present at the opening ceremonies were, from left, Charles E. Kinkade, 
Boston agent; Joseph H. Smiley, vice-president Atlantic Mutual; Gerald F. 
Richardson, president of the agency; Howard Stevenson, state agent Atlantic 
Mutual; Fred W. Koepnick, marine manager North America and Richard G. 
Osgood, vice-president North America. 


50 Insurance Bills Are 


Enacted In Minnesota 

MINNEAPOLIS—The final legisla- 
tive bulletin of Insurance Federation 
of Minnesota has listed 50 bills affect- 
ing the insurance business that were 
passed by the 1959 legislature. It also 
lists 14 affecting the industry that 
were not enacted into law. 

Heading the latter group was a com- 
pulsory auto bill which did not even 
get a hearing. Also failing to pass was 
a measure which would have made 
the insurance department a _ subordi- 
nated division of the department of 
commerce. 

Another bill that failed to pass 
would have permitted insurance com- 
panies to cancel policies by mailing 
the insured a notice of cancellation by 
certified mail. 

No bills affecting A&S insurance 
taxes were enacted at the regular ses- 
sion, but it is possible that the special 
session might do something about tax- 
es. 


Hartford Fire ‘Names 
Three In South 


Hartford Fire has appointed Augus- 
tus H. Redding inland marine super- 
intendent of the southern department 
and transferred Walter S. Smithy to 
the inland marine and hail depart- 
ment there. Ralph B. Raley has joined 
the company as inland marine special 
agent. 

Mr. Redding joined the company in 
1916. He has been a fire and marine 
examiner and, since 1946, an inland 
marine underwriter. Mr. Smithy has 
been with the company since 1925. He 
has been special agent in Mississippi, 
chief farm examiner at Atlanta and, 
since 1946, executive special agent in 
the southern department. 


Elect Abbott To Head 


Kentucky Surety Assn. 


Kentucky Casualty & Surety Assn. 
has elected W. W. Abbott, Ohio Cas- 
ualty, president. Also elected are M. 
O. Diggs, U.S.F.&G., and Curtiss Tar- 
ter, Home Indemnity, vice-presidents; 
Robert W. Schmitt, secretary, and E. 
C. Schoumancher, treasurer. 


R. I. Surplus Line Bill In 


A surplus line bill, sponsored by 
Rhode Island Assn. of Insurance 
Agents has become law in the state. 
Under the measure, the commissioner 
can issue a surplus line broker’s license 
which will permit agents to obtain 
policies from non-admitted insurers. 
The state will receive a 3% premium 
tax on all such business. The license 
fee is $50 and a bond of $5,000 must 
be posted with the state treasurer. 


McElveen & Sons Opens Second 
Latin America Adjusting Office 

Thomas M. McElveen & Sons, Miami 
adjusting firm, has opened an office at 
Guatemala City, its second office in 
Latin America. Patrick McCudden has 
been named manager. 

Another office is located at Bogata, 
Colombia. 


Alton Assn. Gets City’s Business 
Alton (Ill.) city council has au- 
thorized Atlon Assn. of Insurance 
Agents to handle the city’s insurance 
program. The association, whose 21- 
member agencies represent 104 capi- 
tal stock companies, will supervise 
the account, provide coordination of 
coverage and provide engineering. 
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Folkers To Retire; 
Bituminous Casualty | 
Advances Four Men 


J. E. Folkers, veteran manager for 
Bituminous Casualty at Chicago, is re- 
tiring August 15. , — 

Mr. Folkers, whose =. 
entire career has 
been in insurance, 
joined the compa- 
ny as home office 
underwriter in 
1937. He became 
manager of the 
Chicago branch in 
1941. 

Appointed to 
succeed Mr. Folk- 
ers 
Barlow, who comes 
to Chicago from New Orleans, where he | 
opened that branch in 1953 and has 
since served as its manager. Mr. Barlow 
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J. E. Folkers 


joined the company in 1939 as payroll ' 


auditor. He subsequently served as au- 
ditor and underwriter at the Louisville 
branch. 


R. T. Ohlweiler, manager of the Mil- | 


is Everett J. 





waukee branch since its opening in | 


1954, becomes manager at New Orleans, | 
He joined Bituminous in 1935 and has | 
since served in the claim department | 





R. T. Ohlweiler 


E. J. Barlow 


and as manager at Minneapolis and 
Richmond. 

F. Nicholas Rott succeeds Mr. Ohl- 
weiler. Mr. Rott joined the company in 
1955 as underwriter at Milwaukee and 
was appointed assistant manager of 
that branch last year. 

John M. Walberg, who entered the 
Bituminous Chicago office as under- 
writer in 1941, has been named assist- 
ant manager for the Milwaukee 
branch. 


Plummer To Head Internal Auditing 

Continental Casualty has appointed 
Daniel C. Plummer director of internal 
auditing. He was divisional controller 
of Consolidated Foundries & Manu- 
facturing Corp. 








Austin Carey, left, assistant secre- 


tary of Aetna Fire’s New England 
department, presents Winthrop C. 
Packard, Greenfield, Conn., agent, 
with a certificate in honor of his 
agency’s 140th year of company rep- 
resentation. The certificate refers te 
the fact that the agency’s founder, 
Franklin Ripley, was the first agent 
to countersign a policy on his own 
authority, and thus was the initiator 
of the agency system, 
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Tells Agent To Cling To Contact With Insured 


(CONTINUED FROM PAGE 1) 


ing of all insurance lines in the U.S. 
Some of these changes already have 
reached you. Others will arrive later. 

In an effort to meet the competition 
that has been so clearly outracing them 
in recent years, agency companies are 
setting in motion today economies in 
procedures, improvements in product, 
and more effective methods of market- 
ing. They know that they have to do 
something, they have to do many 
things, if they are to have an appropri- 
ate share of the good business five, 10 
and 15 years from now. 

Many of the steps they are taking 
are not to the relish of agents. In fact, 
many agents feel they are not so much 
the beneficiaries of the marketing rev- 
olution as they are the victims of it. 

In truth, the changes may be pain- 
ful. But they are occurring. Whatever 
an agent’s sentiments may be toward 
them, it would be unrealistic not to 
know what they are, the reasons for 
them, and their likely consequences to 
him. 

When the large National Bureau- 











Under- 
insurance 
threatens 
your 


future 


Recent data on fire losses re- 
veal that a surprisingly large proportion of 
property owners didn’t carry enough in- 
surance. 

Not only does this mean that much 
needed insurance isn’t being written, but 
that a loss suffered by an under-insured 
client may well cost you future business. 


What to do? Let an unbiased third party 
determine the valuation of your client’s as- 
sets in order to secure proper insurance 
protection, 


For 63 years The American Appraisal 
Company has been providing the basis for 
sound insurance programs—through care- 
ful, complete and objective appraisals, sup- 
ported by facts that will stand investigation. 


American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 


APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 











National Automobile Underwriters 
Assn. companies go independent for 
automobile in certain’ states, and 
change from member to subscriber for 
other states; or when they go from 
members to subscribers to launch new 
plans for competing for auto business, 
how can companies left as bureau 
members fail to follow suit? 

This move is impelled partly by a 
desire for volume. These insurers want 
their share and perhaps even to better 
their relative premium: position among 
all companies. 

But what they really want is more 
of the preferred business. What they 
really fear is a continuation of the 
gradual deterioration in quality of their 
private passenger automobile business 
that has been taking place for a long 
time under the hammer of price com- 
petitors. 

Enough news of the plans of these 
companies has been published to make 
it clear that the bureau companies are 
seeking more of that half of the pri- 
vate passenger automobile business 
that is genuinely preferred. 


Struggle For Dwelling Business 


One large conference company re- 
cently has made several moves which 
are the customary preliminaries to go- 
ing independent. Another large confer- 
ence company is deviating on home- 
owners. 

Both these developments are taken 
as early indications of what is bound 
to develop into a Titanic struggle for 
the dwelling business. However, here 
again the fight is shaping up as one 
for preferred business. In homeowners, 
as in automobile, the range between 
the best and worst business is, or can 
be, deadly for the insurance company. 

How anti-selection can affect an in- 
surer is illustrated by the experience 
of an insurer which recently took over 
a large book of business, much of it 
dwelling, from another company. The 
selected cancellation of 10% of this 
business, which the one insurer had 
given up because of poor experience, 
eliminated 90% of the losses. 

Or, take another illustration. The 
habitational classes in a territory are 
average rated and will produce sub- 
stantially the same dollars per $100 of 
coverage in a blighted area asin a new 
development. Yet property owners in 
a blighted area currently may have to 
purchase coverage in the non-admitted 
market, which can charge higher than 
bureau rates, while the competition for 
the new one and two family dwellings 
by admitted insurers is intense. 

The struggle of the companies is to 
get the top half of the class, whether 
that is automobile, dwellings, mercan- 
tiles, or what. 


New Competition In Forms, Coverages 


One major insurer has just intro- 
duced a new automobile policy de- 
signed for the safe driver. It is a six 
months, continuous policy with direct 
billing and cash with application. 
Homeowners, it is said, can be and is 
being tied in with this—six months, 
continuous policy, direct billing, budget 
payment plan. 

Another major insurer has indicated 
that it is combining the auto BI and 
PDL coverage with “other coverages” 
(presumably this would be chiefly 
homeowners but might it not also 
eventually include A&S and mortgage 
redemption life and A&S?). Contracts 
embracing several personal lines ap- 
parently will be produced by electronic 
devices, and insured will be billed di- 
rect—by way of the agent—on the 








Don’t give FIRE a place to start! 


@ The best time to fight fire is before 
it occurs—don't give it a place to start! 
When outside workmen are brought 
into a property to do installation or 
repair jobs there is the risk that 
needed precautions against fire haz- 
ards will not be taken. The loss 
record bears this out. 

Close supervision of these work- 
men is highly important, particularly 
where combustible materials or flam- 
mables make the use of torches and 
open-flame devices extremely hazard- 
ous. Smoking in danger areas and 
tampering with fuses or electrical cir- 
cuits present obvious hazards. 


A supervisor should inspect the site 
of repair jobs before work is begun, 
and—without fail—at the end of each 
day. He should inform workmen of 
any hazardous conditions present and 
specify safety measures to be taken. 

Many costly fires could be headed 
off by close supervision of mainte- 
nance and repair jobs. Good fire pre- 
vention practice is to recognize the 
severe hazard that these operations 
introduce into what may be a rela- 
tively fire-safe property; then to take 
the necessary steps that will reduce this 
hazard and limit the extent of possible 
fire damage. 


Cun Caleb fitid, 


INSURANCE COMPANY 


indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 


FIRE »- CASUALTY +» AUTOMOBILE : INLAND MARINE 
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same machine, under a budget plan, 
monthly or bi-yearly. 

For many years in the automobile 
field the competitive emphasis has 
been on price. Form differences were 
advertised but were for the most part 
really insignificant. 

Now, however, the business may be 
entering an era in which there will be 
competition in forms and coverages, 
not only in casualty but in fire as well. 
When one major insurer introduces an 
auto casualty policy with a single limit, 
something that has been discussed for 
years but seldom if ever used, how 
long can other companies do without 
it? 

Note that this is the decision of one 
company. As more and more major 
companies go quote independent un- 
quote, there will be more of this. 
Changes will be more frequent and 
more far reaching under these cir- 
cumstances than in the past, where 
the majority of insurers have operated 
largely in the atmosphere of conserva- 
tive order created and maintained by 
bureaus. One major company, trying 
to set the competitive pace, can do so 
—but other major companies are not 
going to be so long or so far behind as 
in the past, and small companies will 
have to follow suit. 


Competitive Field Wide Open 


In recent years some independents 
have objected to what they believe 
have been efforts by bureaus or bureau 
companies to question or slow down or 
oppose deviations and independent fil- 
ings, especially in the fire field. With 
many companies going independent, or 
at least independent for the most im- 
portant lines, the field will be wide 
open for those to run and race who can 
stand the pace. 

Many independents have made their 
mark in recent years by writing 20% or 
15% or 10% off. Off of what? Bureau 
rates. The bureaus have established 
and maintained the price against 
which there was a salable price dis- 
count. With rates more likely to be set 
on their own bottom; that is, on the 
loss cost, leaving the individual com- 
pany to figure and charge its own ex- 
penses, prices are going to be much 
closer. The price difference is going to 
be much harder to advertise and to 
merchandise. 


Perhaps the next general harvest of 
complaints will be in the area of un- 
fair trade practices, and not in the area 
of bureau vs independent rate and pro- 
cedure. 


Not only do large, general average 
rates enable the enterprising indepen- 
dent company to compete by selection 
within a class and selling at a price 
discount. In addition, out-dated terri- 
tories can be and are being exploited 
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in the same way. Territories may enter 
the rating of homeowners, as already 
has occurred in the personal property 
floater. 

What does the trend toward policy 
competition mean? To agents and com- 
panies alike it means a good deal more 
trouble keeping current. After years of 
effort to standardize forms, the busi- 
ness appears to be headed into a period 
when differences in forms will be de- 
veloped for competitive purposes and 
widely advertised. 

With both policy and price differ- 
ences, how is the agent going to know 
what he is competing with? The same 
situation prevails in life insurance. For 
that field, we publish a 1,600 page 
book on thin paper which contains on- 
ly the major variations in prices and 
policies among only the major life in- 
surance companies. For the A&S busi- 
ness, which also is non-rate-regulated, 
there is also a big book. Before too 
long it may require a big book to pre- 
sent the variations in fire and casualty 
policies. 

New Distributory Methods 


Certain practices by no means new 
are newly moving into the agency sys- 
tem of distribution. Continuous poli- 
cies, direct billing, cash with applica- 
tions, and payment plans long have 
been used in life insurance, and for 
many years have been used by ex- 
clusive agent companies for automo- 
bile and other personal lines. With 
major agency companies adopting 
these methods it is hard to see how 
most of the others can avoid doing so, 
on homeowners as well as automobile. 

Because the competitive tensions 
have risen so much—and there are no 
signs of abatement—the insurer is go- 
ing to have to utilize every resource at 
its command, every marketing in- 
genuity, every economy, every labor 
saving device—to compete, which 
means doing a little better than break- 
ing even and experiencing a little 
larger growth than the general econo- 
my. 

Impact On Company? 


What do these specific changes 
mean to the company—direct billing, 
monthly payments and continuous po- 
licies? They mean that flat cancella- 
tions will no longer be tolerated be- 
yond an irreducible 1 or 2%, certainly 
not up to 15% or more. This will do 
away with free insurance. These to- 
gether, for some agency companies, 
are estimated to mean a loss of up to 
five points on the premium dol- 
lar. Who can afford that any longer? 
It means that agency balances are go- 
ing to come a lot closer to being paid 
on time than presently. One large 
company had overdue at last Dec. 31 
$102 million in agents’ balances. On 
March 31 this amount was $110 mil- 


lion. That represents hundreds of 
thousands of dollars in earnings. 

What do these changes mean to 
agents? They seem very likely to affect 
agents and their practices very con- 
siderably. For one thing, they mean 
that the accounting system of many 
agencies already is, in part, obsoles- 
cent. The system must be rearranged 
and perhaps completely overhauled to 
do the essentials. 


May Be More Efficient 


Quite a number of agencies operate 
accounting systems that may be more 
efficient than those of some compa- 
nies. But it is also true that there are 
enough agencies whose performance in 
this respect is so inefficient that the 
most competitive companies feel they 
have to make changes that are appli- 
cable to all agencies, or at least to 
most of them. 
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One study shows that a great many 
methods of accounting are employed by 
agencies representing one insurer. The 
study also showed that slightly fewer 
than half the agents insisted on pay- 
ing accounts according to their own 
monthly account current or loose leaf 
summary account. But one-fourth of 
these agents returned payments so 
tardily each month that the company 
had to prepare for them special state- 
ments. After that the agents remitted 
to the insurer on the basis of their own 
late statements, the company state- 
ment, or neither, or both. Of the 
slightly more than half of the agents 
who paid on the basis of a bill sent 
them by the insurer, more than one- 
fourth made so many item exceptions 
or additions that it rendered the com- 
pany’s billing procedure ineffectual. 

If agents had paid balances promptly 
and properly, the company could have 
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reduced its agency accounting staff by 
two-thirds and its over-all expense 
ratio one full point. More than two- 
thirds of agencies violated the 60 day 
agreement, and the average payment 
was 25 days late. 

Unfortunately, this is not unusual 
for us. Yet an efficient system of col- 
lections could save as much as two 
points on the premium dollar. With 
things as they are, how long can the 
agency insurers continue to give away 
two points here, five points there, sev- 
eral points on the loss ratio, and still 
compete with anybody? 


Compete With Best, Not Poorest 


It is all very well to point to this 
company and that company as less ef- 
ficient than a well operated agency 
in accounting, billing and other proce- 
dures. In today’s circumstances, the 
agent who expects to survive, along 
with the company that intends to do 
so, must compete against par—he must 
compete with the best, not with the 
poorest. 

The chief appeal of direct billing 
and allied methods will be to the new 
agent who has no staff or machines or 
office system. But even well estab- 
lished agencies may have substantial 
adjusting to do. 

There is one general aspect of these 
changes in methods that has an im- 
portant bearing on the agent’s relation 
with insured. That is the alteration in 
the incidence and character of his con- 
tact with insured. The changes tinker 
with the time element in insurance 
marketing. With continuous policies 
and monthly billing, isn’t the policy 
subject to competition once a month — 
instead of once a year, or three years, 
or five? 


Features Of Budget Payments 


Increasing the frequency of premi- 
um payment from five years, or three 
years, or one year to once every six 
months, or to once a month, has both 
advantages and disadvantages to agent 
and company. One possible disadvan- 
tage is that at least theoretically the 
business becomes subject to competi- 
tion many more times—in the case of 
a five year policy as against a month- 
ly payment, 60 times more frequently. 

The monthly (or biennial) payment 
enables the insurer and agent to get 
‘ne payment down to where it will ap- 
peal to the new buyer of the new 
home, the young adult, and to include 
the automobile coverage. Frequent 
payments, actual tests show, reduce 
the price disadvantage of the agency 
insurer. It is more convenient for this 
buyer and many others to pay by the 
month. But there is a charge for the 
convenience by the insurer, the further 
expense of postage, and any charges 
insured’s bank may make for checks. 

Frequent payment reminds insured 
more frequently of the existence of in- 
surance. However, it continues to re- 
mind insured of payments without, he 
thinks, anything to show for it—if he 
hasn’t had a loss. The iteration of pay- 
ments may cause him to examine his 
cost and decide to go elsewhere more 
quickly than if he were paying annual- 
ly or every three years. 

The budget plan solves the company 
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and agent’s collection problem and 
eliminates flat cancellations and free 
insurance. It should also tend to make 
insured more conscious of insurance to 
value. But it could also increase claim 
mindedness. 


Budget Plans Will Be Common 


However, because of its over-all cost 
saving, the budget payment plan is go- 
ing to spread. It is apt to become much 
more common in almost all lines than, 
say, the continuous policy, which is not 
going to prove very advantageous ex- 
cept on those coverages that remain 


pretty static—notably homeowners, 
private passenger automobile, and pos- 
sibly a few, but not many, commercial 
classes. But budget plans already have 
proved their appeal to many commer- 
cial insured. 

It becomes important then to the 
agent to learn to use the budget plan 
and frequent payments for his positive 
advantage. This will require real co- 
operation between agent and compa- 
ny. 

Such plans offer selling opportuni- 
ties—insurance to value, for example, 
or additional coverages, such as life 
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and A&s. 

But even more important, they offer 
an opportunity to tell insured what he 
has had, when he hasn’t had a loss. 

At the close of a meet-the-press 
panel during the convention in Syra- 
cuse of New York State Assn. of In- 
surance Agents, Thomas Thacher, the 
new superintendent in that state, took 
advantage of the moderator’s offer to 
ask a question of the reporters who 
had been asking him questions. 

Mr. Thacher said he receives a great 
deal of mail, and that 60% of it reflects 
a misunderstanding of the function of 
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To our representatives, Security offers this brand-new booklet, “Insurance 
Protection in the Missile Era.” Here’s a fine mailer for your clients, a great 
door-opener for prospects. Dramatically illustrated, it contains every important 
missile in the U.S. arsenal, in full color, identified by name, mission and 
manufacturer — here’s an item with tested consumer appeal that breaks all records! 
And — it’s a treasure-trove of facts about up-to-date, streamlined insurance for 
every need, too! Fill out the handy coupon for your FREE booklets. 


all forms of insurance 


LIKE IT OR NOT... 


YOUR BEST SECURITY IS DEFENSE AGAINST THE UNEXPECTED 


The long shadows of hostile missiles need not darken the lives of Americans — 
as long as a strong defense is always on the ready to parry unpredictable blows. 
This, too, is the formula for multiple-line service (including Life) 
now offered by the Security-Connecticut Group. 
Security-Connecticut continues to set the standards among modern insurors — 
now offers the convenience and the economy of “under one roof” 
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insurance. Especially in automobile 
and A&S, pelicyholders who have not 
had a claim feel that they are entitled 
to a rebate. It is apparent, he indi- 
cated, that they have no understanding 
of the values that have been delivered 
to them in the way of _ protec- 
tion throughout the duration of the 
coverage when they have not made a 
claim. 

Doesn’t the business see in this a 
need for public education, Mr. Thacher 
wondered. 

His question is a good one. It is dif- 
ficult for anyone outside the business 
to realize that from the first day, from 
the first moment of coverage, they are 
receiving, and the insurance business, 
agent and company, is delivering 
something that is worth the money if 
they never have a loss. That something 
is protection. Unfortunately, the busi- 
ness has taken the delivery of this 
value for granted while the public re- 
mains almost wholly unaware of it. 

Agents and companies talk about 
“earned premiums.” This is an idiom 
in the fire and casualty business. 

But does the policyholder believe 
the business has earned his premiums 
unless he has had a loss? 

At a given date the insurer owes in- 
sured all of the unearned premium. 
But it also owes everything it promised 
in its contract. It has put up the un- 
earned portion of the premium as re- 
serve. It has been ready, willing and 
able to deliver everything in the con- 
tract any day (or night) in the past 
125 or 267 or 1,421 days. This is what 
the local agent and the company, act- 
ing together already have provided. 


Does Insured Understand Service? 


Don’t you think you ought to tell 
them about it? And wouldn’t the 
monthly or bi-yearly mailing of pre- 
mium collection notices be a remark- 
ably effective vehicle for carrying such 
a message? Utilities do this. Time after 
time, they tell users of special things 
they bave done or are doing to earn 
the money they are asking him for. 
Yet there is this difference: Utilities 
are delivering something the user can 
see, burn, or use, every month. Insur- 
ance delivers a month’s worth of pro- 
tection every month. But it is doubt- 
ful if one in 100 insured recognize 
this. 

This appears to be an unparalleled 
opportunity for the :best public rela- 
tions and sales job the agent, in coop- 
eration with the insurer, can possibly 
do. They can use the apparatus of a 
payment plan to do it. 


Clients Own Expirations 


The agent’s only real guarantee of 
business is not the contract he has 
with his company which says he owns 
his expirations. That contract is im- 
portant, as is the principle on which 
it is founded. But it is not as important 
as his relationship with insured. The 
agent very likely put him on the 
books, and he is with the company 
now writing the business because of 
the agent’s influence and service, his 
availability not only for the sale but— 
something I am convinced is apparent 
to many insured and_ important 
to them—the agent’s availability for 
the future, in case of loss or claim. 

Consequently, it is vital to main- 
tain contact with insured—by selling 
other lines, more coverage, and the 
idea of insurance itself—to those who 
just pay premiums and do not have 
losses. 

These are the most important cus- 
tomers you have on your books and 
the ones competitors would most like 
to have and will work the hardest to 
take away from you. Don’t get out of 
touch with them. You don’t own ex- 
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Disaster For Blue Cross Could Open 
Way For Federalized System: Gifford 


FRENCH LICK SPRINGS, IND.—If 
the Blue Cross should price itself out 
of the market or go 
bankrupt—a threat 
that many _ able 
students of health 
insurance consider 
a serious one—the 
government would 
have ample justi- 
fication for step- 
ping in and taking 
over Blue Cross as 
a mechanism for 
administering a 
national hospital- 
ization insurance 
plan as was done with the Ontario Blue 
Cross, said Bruce Gifford, managing 
director of International Assn. of Acci- 
dent & Health Underwriters, in his re- 
port at the annual meeting here of 
IAAHU. 

Blue Cross, he observed, has slight- 
ly fewer persons covered for hospital- 
ization than do the insurance com- 
panies, and the figures run to about 
50 million. 

“On the other hand,” said Mr. Gif- 
ford, “the person who makes his liveli- 
hood from the sale of health insurance 
resents many things about the Blues: 
Sales representatives are usually not 
required to pass an examination and 
have a license; hospitals discriminate 
in favor of Blue Cross patients against 
insurance company covered and self- 
paying patients in the matter of charge 
and admission deposits in many in- 
stances; Blue Cross is not required to 
pay similar taxes and maintain similar 
reserves compared to insurance com- 
panies in most states; advertising prac- 
tices of the Blues often imply that 
company coverage is of interior value. 


Passed Four-Point Statement 


“Last year at our convention we 
passed a four-point statement of posi- 
tion concerning the Blues. During the 
course of the year, A&S associations in 
various parts of the country have 
introduced and/or supported bills that 
would have corrected these ills. It is 
the association’s aim to look further 
into these interrelationships during 
the coming year and to continue to 
promote the measures covered in last 
year’s statement of position.” 

Recalling that the IAAHU and its 
allies had succeeded in defeating com- 
pulsory cash sickness bills that ap- 
peared in 10 states this year, Mr. 
Gifford warned that there is no room 
for complacency. 

“California, which put in such a 
plan 13 years ago, is almost certain 
to raise benefits to $65 a week, thus 


Bruce Gifford 





pirations; neither does the company — 
your clients do. 

If the companies are not around 
currying favor with agents these days, 
they still want and need business. 
They are not going to throw away the 
agency system. Whatever its faults, it 
is the largest insurance selling force 
in the world—250,000 agents. That 
compares with 200,000 in the life in- 
surance business. 

There are too many advantages to 
the system—low initial cost to com- 
panies, an already established local 
prestige and acceptance, and, among 
the best agents, the best kind of local 
underwriting know-how. 

The problems you face today are 
real, and they are numerous. But I 
don’t think they are more difficult, 
they are not as difficult, as the prob- 
lems you overcame to get into busi- 
ness tor yourselves. 


driving insurance companies out of the 
market and relegating them to the 
role of the companies in Canada that 
are permitted to write only supple- 
mental benefits,” he said. 

In other state legislative matters, 
cancellation, tax, solicitation, licensing 
and other bills affecting health insur- 
ance were introduced throughout the 
country. Although several detrimental 
measures came close to passage, no 
major restrictive legislation has been 
imposed thus far on the business in 
the various states. This is indeed a 
testimonial to the effectiveness of the 
International and its affiliates. 

“Areas to watch in upcoming state 
legislative sessions: Conversion and 
continuation of coverage; credit insur- 
ance; over-insurance and duplication 
of coverage.” 

Mr. Gifford said the IAAHU had “an 
unprecedented banner year,” with an 
increase in membership, and new as- 
sociations being formed in nine areas. 
He particularly praised the job done 
on membership development at Des 
Moines by the Central Iowa associa- 
tion, under the leadership of Rollie 
Slotten of Inter-State. Its membership 
is now the greatest in IAAHU, going 
from 99 to 167 in nine months. He 
also cited other associations that have 
done outstanding jobs during the year. 


Jones America Fore 
V-P; Four Advance 
And Three Retire 


(CONTINUED FROM PAGE 6) | 
ment, has been appointed an assistant 


secretary of all America Fore compa- 
nies. He will assist Mr. Jones. Earl B. 
Birong, formerly fire state agent at 
Cleveland, has been appointed agency 
superintendent at the western depart- 
ment. 

Harold S. Robinson, vice-president at 
New York, is relinquishing his active 
duties on medical advice. His duties 
will be assumed by Elmer J. Hey, vice- 
president. Mr. Robinson will be avail- 
able for consultation. Alfred V. Hol- 
man, vice-president of the fire com- 
panies in the Pacific department, also 
is retiring on the advice of his physi- 
cian. George A. Daly, secretary of Fi- 
delity & Casualty at the head office, 
is retiring under the company’s plan. 


Began In 1920 


Mr. Jones began in the agency 
business in Colorado Springs in 1920. 
He joined America Fore in 1921 as 
special agent in Kansas City, became 
an adjuster for National Union in 
1923 and was later an independent 
adjuster in Des Moines. He rejoined 
America Fore in 1935 as staff ad- 
juster in Indianapolis and subsequent- 
ly was in the Wisconsin and Minne- 
sota fields. In 1943, he became as- 
sistant general adjuster at Chicago, 
and in 1947 he was named general 
adjuster at San Francisco. He became 
assistant secretary of the fire com- 
panies in 1955 and secretary in 1958. 
He is past president of Pacific Coast 
Fire Loss Assn., and a past MLG of 
San Francisco pond of Blue Goose. 

Mr. McDowell joined the group at 
Chicago in 1926 in the automobile 
department. In 1928, he went with 
North America as special agent in 
Oklahoma and then in Michigan, and 
in 1933 he rejoined America Fore in 
the Tennessee field. He was later 
special agent in Iowa and Illinois, and 
then became Wisconsin state agent. 
He was transferred to Chicago as 
executive assistant in 1951 and was 
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named assistant secretary of the fire 
companies in 1953. 

Mr. Recktenwall joined the com- 
pany in the underwriting department 
at Chicago in 1952 and was later 
Tennessee state agent. He was named 
agency superintendent at Chicago in 
1952 and assistant secretary of the 
fire companies in 1953. 


Several Retire 


Mr. Avitabile was with Hartford 
Accident and Merchants Mutual Cas- 
ualty before becoming a claims exa- 
miner with America Fore at the head 
office in 1951. He became eastern re- 
gional claim supervisor in 1955 and 
was transferred to the Pacific depart- 
ment as regional claims manager in 
1957. 

Mr. Robinson began with Fidelity 
& Deposit in 1916. He was later with 
New Amsterdam and with Pennsyl- 
vania Surety and Public Indemnity 
of New Jersey before joining America 
Fore in 1932 as superintendent of the 
compensation and liability department 
of Fidelity & Casualty. He became 
assistant secretary of that company 
in 1941, secretary in 1944 and vice- 
president of all America Fore com- 
panies in 1949. 


An Employe Since 1919 


Mr. Hey has been with the group 
since 1919. He was supervising under- 
writer for F.&C. and was named 
superintendent of the compensation 
and liability department in 1951. He 
became assistant secretary of F.&C. 
in 1953, secretary in 1954, and vice- 
president in 1958. 

Mr. Holman joined the group in 
1921 as special agent at Seattle. In 
1937, he became agency superinten- 
dent at San Francisco. He was named 
assistant secretary of the fire com- 
panies in 1940, secretary in 1948 and 
vice-president in 1958. 

Mr. Daly has been with the organi- 
zation since 1920. He became head of 
the surety claims department in 1940, 
and in 1949 was named supervising 
attorney in charge of the bonding and 
burglary department. 


Heindel Named In N. Y. 


By London Assurance 


London Assurance has appointed 
Russell P. Heindel assistant eastern 
regional manager at New York, suc- 
ceeding Donald A. Hoyt, resigned. Mr. 
Heindel previously was manager of the 
north central office at Lansing. He 
was recently named vice-president of 
Manhattan F.&M. and Guarantee. 

He becgan in the business in 1925 as 
an automobile underwriter for Valley 
Auto Exchange. He joined London in 
1941 as a special agent in Michigan 
and was later named state agent there. 
In 1956 he became manager of the 
north central office. 


GAB Names Two In South 


General Adjustment Bureau has 
promoted W. A. Rollins Jr. to adjuster- 
in-charge at Cocoa, Fla., succeeding 
H. C. Gray, resigned. Mr. Rollins is 
succeeded as resident adjuster at Shel- 
by, N.C. by O. G. Rhodes. 

Mr. Rollins was at Augusta, Ga., 
and High Point, N.C., before going to 
Shelby. Mr. Rhodes was previously at 
Asheville, N. C. 

New California Insurer 

Wilshire Ins. Co., Los Angeles, com- 
menced operations this month with 
capital of $248,000 and surplus of 
$340,000. The home office is at 5413 
West Washington Boulevard. The 
company’s stock has a par value of $2. 
Normand W. DesChamps is president. 
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| Employers Liability America Fore Loyalty 
sor. | Raises Cookson, Trefry Raises Keary, Gordon €C 
later ' Employers Liability has appointed America Fore Loyalty group has < 
1amed | John W. Cookson director of agencies consolidated management of its Boston 
go in and Earl C. Trefry a territorial super- offices. They will be physically com- 
f the visor in the agency and production bined when suitable space is available. 
| department. John P. Keary, formerly resident 
Mr. Cookson joined the group at manager of F.&C. at Detroit, has been 
Boston in 1936. In 1940, he was trans- named manager of all group companies 
rtford | ferred to New Haven where he be- at Boston. He will be assisted by 
. Case came manager. In 1953, he was elected Edmund L. Bouchie and John H. Free, : 
. eXa- assistant secretary of Employers Fire assistant managers. k 
head | and subsequently of Halifax. In 1956 Woodley D. Gordon, formerly agency as any 
m re- | he became director of sales develop- superintendent at St. Louis, succeeds : - 
> and ment and assistant secretary of Ameri- Mr. Keary as resident manager at ht d 
epart- | can Employers and in 1957 he was _ Detroit. far- sig eC 
fer in made assistant secretary of Employers Mr. Keary has been with the group ; 
Surplus Lines Co. since 1942 and was district manager = 
delity | Mr. Trefry joined the group’s agency at Altoona and later resident manager wooden 
> with and production department in 1946 and at Providence before going to Detroit 
ansyl- was advanced to assistant superin- in 1957. Ad 
mnity | tendent in 1949. In 1953, he became Mr. Gordon joined F.&C. in 1940 at Indian! 
nerica agency supervisor at Atlanta and later St. Louis. He has been an automobile 
of the assistant resident manager, his most underwriter, superintendent of the 
tment recent position. automobile department, and agency 
ecame — superintendent there since 1953. For a 
npany 5 time he was special agent in Nebraska. 
pony | F, & C. Appoints Goyer ot 
com- | Birmingham Manager Chapman Is Financial BRINGS 
Fidelity & Casualty has appointed : : = 
James L. Goyer Jr. resident manager Officer Of Monarch f 
group at Birmingham to succeed C. A Spen- H. Philip Chapman Jr., investment . f 
inder- | cer, retired. vice-president of Springfield F.&M., . << ; 
1amed Mr. Goyer began in the business in has been elected investment vice- : 
sation 1946 as a local agent in Florence, Ala. president of Monarch Life to succeed oS I \ 
1. He He joined F.&C. in 1948 at Atlanta. He David W. Gordon, retired. \ 
F.&C. was appointed a special agent at Bir- Mr. Chapman joined Springfield f 
vice- mingham in 1949, and in 1951 was F.&M. in 1940 after several years in — “¥ é j 
named agency supervisor there. commercial and investment banking. Se Re sw 
up in Mr. Spencer started with a local He was elected financial secretary in Agencies representing the L & L have been able 
le. In agency in Tennessee in 1920. He later 1950, investment vice-president in : ee a 
inten- became a special agent with Public 1957, and a director of Monarch Life = discard 7 wooden Indian procedure. 
1amed | Indemnity. He joined F.&D. in 1934 as in 1958. They enjoy the benefits of a modern multiple- 
com- special agent at Atlanta and was later Mr. Gordon was a securities sales- lin : . . 7 
8 and | assigned to the Alabama and northern man before joining Monarch Life in ve snd ~— rewarded in simplified pro 
Florida territory with headquarters at 1933 as investment secretary. He was cedures, operating efficiencies. 
rgani- | Birmingham. He was named resident appointed financial vice-president in Do you represent the L & L? 
ad of manager there when the branch of- 1945 and a director in 1953. He is a 
1940, fice was opened in 1949. past chairman of the financial section L L 
vising — of American Life Convention. He was ONDON & ANCASHIRE GROUP 
g and California Assi ned Risk feted at a retirement luncheon at the THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
. g Colony Club in Springfield, attended ee INSURANCE COMPANY , 
Loss Ratio Down In 1957 by Monarch officers and directors. se STANDARD MARINE INSURANCE COMPANY, LTO. (Fire Department) 
California Assigned Risk Plan in , — ‘ oa 20 Trinity Street, Hartford, Connecticut 
1957 had earned premiums of $4,040, Frelinghuysen Extending > NEW YORK - CHICAGO - SAN FRANCISCO 
a 760 with incurred losses of $4,184,054 . A Firm Friend of the American Agency System 
ren —a ratio of 104%. Property damage Brokerage Service To Fla. a 
aaa earned premiums were $2,371,147 with J. S. Frelinghuysen Corp., New York 
a Mr incurred losses of $2,021,894—85%. brokers active in excess lines and rein- 
of the The combined results were: Earned surance, has established facilities in 
g. He premiums, $6,411,907, with incurred Florida. It has affiliated with Tampa 
ant a losses of $6,205,948—97%, compared Agency, which has offices in the First yw pe kekekekekkwekekkkekkkkerk 
with a combined loss ratio of 106% National Bank Building. 
5 in 1956. The Florida operation is under the ry 
925 as ne 
Valley _— general _ Supervision of Forrest A. 
jon in Hunter Joins Brown & Co. — bepton mn J. ease —_—_ * * 
chigan John F. Hunter has joined George ®SS!S'@nt secretary, Is manager . 
there. F. Brown & Co. as special agent of Florida office. re *” REINSURANCE EXCLUSIVELY * 
of the | Interstate Fire & Casualty and Chicago Jones Replaces Jones 
Ins. Co. He will handle Cook County * K G- , * 
outside of the loop. John R. Jones, formerly with asually - Sidelity 
th Mr. Hunter was with Hardware Georgia Inspection & Rating Bureau, * *e 
h Mutual Casualty for three years as has been named special agent for AS - ‘ 
a ‘ aS ] underwriter and auditor and before Hurt & Quin, managing general agen- urely e ve 
anor’ that was auditor of the Monon Rail- cy of Atlanta. He succeeds Charles L. * al 
ins is | 4 eine Marine + Glied Snes se 
a 
> Shel- ——_———— one os — — « t t t 
, Ga, THE * x 
ye COMPLETE AMERICAN PROTECTION 
isly at TRI-STATE GROUP . * 
+ bepecainy AMERICAN * 
Tri-State Insurance Company * ‘ 
» Com Farmers and Merchants Insurance Company ae 
with i + 
idwestern Insurance Company i 
lus of Mid I Comp * R N N ke 
“= Home Office * 99 JOHN STREET, NEW YORK 38, N. Y. m 
of $2. Tri-State Insurance Building Tulsa, Oklahoma 
sident. ee We RRs Se 2 8. eR: BSR DB 
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isn’t this the sort of situation in which fire insurance 
underwriters are sometimes placed? 


How can they be expected to expedite business, exercise sound 
judgment and produce lower loss ratios when handicapped 
by incomplete or out-dated information? 


In handling the flow of risks that pass over an underwriter’s 
desk, there is only one “fingertip” source of the thousand-and-one 
facts needed for sound underwriting. That is modern, 

up-to-date SANBORN MAPS — the eyes of underwriting. 


Is it any wonder that “mapping” companies save millions 
annually through lower average loss ratios? 


SANBORN MAP COMPANY 


HOME OFFICE: 629 FIFTH AVENUE, PELHAM, N. Y. 
NEW YORK CITY: 85 John Street 

CHICAGO: 220 S. State Street 

SAN FRANCISCO: 530 Washington Street 
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IAC Agrees Ad Men Must Be Integrated 
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cations between the company and its 
publics—consumers, the government, 
employes, local communities and 
agents. The building of a good cor- 
porate image and the maintenance of 
proper public relations has a direct re- 
lationship to the new, complex sales 
job, Mr. Mayer said. 

Finally, he noted, there must be com- 
plete communication of any and all 
information pertaining to a _ product 
and the marketing of that product to 
everyone connected in any way with 
its distribution or sale. 

When there is to be a new promoticn 
campaign, when a new policy is in- 
troduced, when there is any change in 
company philosophy, this information 
must be furnished to everyone who will 
play a role in marketing. Sales com- 
munication has not in most cases been 
properly developed and supervised all 
the way down to the actual point of 
sale. It has been generally neglected 
even though it is an indispensable part 
of any complete marketing program. 
This neglect must be corrected and it 
will be up to the ad man to help do the 
job, Mr. Mayer concluded. 


Ad Man’s Opportunities 


Robert Van Beynum of Nation’s 
Business, put the insurance advertising 
man’s job in perspective with a review 
and forecast of economic conditions. 
He noted that the agency companies 
after years of talk, study and experi- 
ment have at last moved into action. 
They have finally picked up the gaunt- 
let thrown down many years ago by di- 
rect writers. 

Mr. Van Beynum said that his pub- 
lication’s research department has 
traced the move of the automobile in- 
dustry into a new cycle. High fins are 
finished. The era of the economy car is 
here. Detroit will continue to make 
big cars, but the demand for them will 
shrink. A third of the letters received 
by Ford demand an economy car, and 
manufacturers are gearing up for a 
massive sales pitch to sell them. Man- 
ufacturers will have to sell one and 
one-half economy cars to make the 
profit produced by the sale of one big 
car. But this will offer additional op- 
portunities for insurers and a field of 
exploitation for the ad man in par- 
ticular. This business should be attrac- 
tive, for less costly repair bills on 
smaller, less elaborate cars will help 
to decrease underwriting losses. 

He noted that since 1929 the U.S. 
economy has been bolstered by com- 
mercial aviation, natural gas, plastics, 
electronics, plywood, aluminum, guided 
missiles, pleasure boats, road building, 
synthetic fibers, air conditioning, fro- 





Preferred Risk Group 


Makes Five Appointments 


Preferred Risk group of Fayetteville, 
Ark., has made five executive appoint- 
ments. 

Lee Womack has been named man- 
ager of the casualty underwriting de- 
partment. He has been a partner for 
10 years in an agency in Springdale, 
Ark. 

Keith Humphrey, has been appoint- 
ed manager of the IBM department at 
the home office, and Thomas Ryan, 
will become chief fire underwriter. 

Edwin Joyner has been appointed 
branch manager and will open the 
Preferred Risk offices at Little Rock. 
William Doughan has joined the group 
as agency supervisor for eastern Ar- 
kansas and will maintain offices in 
Jonesboro. 


zen foods and many other develop. 
ments. Multiple line insurers are 
geared to provide complete protection) 
for all of these industries, for home} 7 
owners, and for consumers who are 
constantly replacing obsolescent pos.j ; 
sessions with new ones—cars, clothes! 
furnishing—all the things people want 
for better living. Everyone is keeping} 
up with the Joneses, and the insurance 
ad manager has an unprecedented op. 
portunity to take advantage of this 
trend. 

Mr. Clement reported that IAC jg) 
planning to publish a booklet, “How! 
Local Insurance Agents Advertise.”} 
More than 4,000 advance orders havel 
been received. The booklet, which is} ext 
being edited by Charles K. Oaks ir,| mot 
advertising assistant of Travelers, wil] jes, 
feature 72 illustrations of advertising prol 
materials submitted in the 1958-1954) “on 
agents’ award contests. The publication’ writ 





will contain chapters on advertising aut 
written by IAC members selected for sur: 
their specialized experience in each ¢2¢ 
particular phase. tota 
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We are 
specialists in 
all forms of excess 
covers — general liabilty, 
aviation, fire and specialty 
forms, including umbrella. Our 
competent, experienced 
staff is able to provide 
realistic quotations. 
























Remember 
that unprecedented 
jury awards highlight 
the wisdom of advising your 
assureds to carry insurances 
which provide adequate 
limits and cover all 
known and unknown 

hazards. 
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| BIA Reviews 1958 Results At Annual 
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>} . 
develop. on an expense basis reasonably near 


ers af the average, it must inevitably share 

r home in a restored prosperity.” 

r home} the U. S. Department of Commerce 

who are) nas valued British investment interest 

ent Pos} in the U. S. at £1,900,000,000. Mr. 
clothes} Trustam estimated that the intrinsic 

ple want} worth of British insurance in the U. S. 

Keeping} js about £850 million of which surplus 
ASUrAaNce} to policyholders alone amounts to £600 
nted Op-) million. Another £250 million could be 

of this) estimated as the value of the equity in 

reserves, making insurance half of the 
IAC is} British investment in the U. S. 
t, “How 
lvertise.” 
ers have} The only line of insurance treated 
which is} extensively by Mr. Trustam was auto- 
Jaks | mobile, which to the British compan- 
lers, will) jes, as to those in this country, the 
vertising} problem is, as phrased by Mr. Trustam, 
958-1959) “one of unremitting strain on under- 
blication’ writing profits.” The 1958 world-wide 
vertising) automobile premiums of British In- 
cted for surance Assn. members amounted to 
in each £260 million, more than half of the 

total casualty business. As recently as 

| 1938, auto premiums were only £38 
Y) million, an indication of the growing 
| significance of this line. Collective 
)| underwriting loss in 1958 on auto was 
nearly £10 million, the fourth consecu- 
tive year in which a loss has been 
recorded. 

Automobile claims experience, Mr. 
Trustam said, “in its progressive de- 
terioration shows a startling similarity 
of trend throughout the world.” 


Treats Auto Extensively 





Refuses To Speculate 


Because BIA is not a rating body, 
4) Mr. Trustam refused to speculate on 
the immediate possibility of higher 
rates, but he did observe that if 
present trends in claims costs con- 
tinue, some increase will be inevitable 
—sooner or later. ae 
Even with the slow but sure rise in 
automobile insurance costs since 1939, 
Mr. Trustam pointed out that while 
auto rates have doubled, costs general- 














‘ ly have risen nearly three times. He 

y cited figures to show that the cost of 
ur Hautomobile insurance as a proportion 
d Hof the price of the car has actually 







fallen. Before the war, for example, 
insurance amounted to 9.1% of the 
price of an Austin, but today it is 
only 4.9%. For a Morris, insurance 
was 7.1% pre-war, and today it is 4.1. 


Cites Similarity of Problems 


Emphasis of the similarity of auto- 
mobile problems in all countries was 
made in Mr. Trustam’s statement that 
the efforts of BIA to throw a light on 
the auto problems has met with some 












ur 
ices Jeepuccess and “there is now a better 
te t appreciation of the reasons for insurers 


“attitude toward sports cars and toward 
the young and the accident-prone 
F ‘Mdrivers; of the efforts which the com- 
ipanies are continually making in a 
Hday-to-day conduct of their business 
“a 

{ 





Howards fostering a more responsible 
driving attitude on the part of the mo- 
Wtoring public; and of the fact that, 
Mnotwithstanding the occasional in- 
“lances of glaring abuse, we do main- 
“Wtain the closest possible watch on 
“Wepair costs and with due regard to 
“Hhe convenience of our policyholders, 
Wake all reasonable and practicable 
*steps to control excessive charges.” 
Invested assets of BIA members at 
| ehe end of 1958 amounted to £5,528,- 
100,000, Mr. Trustam reported, this 
eing an increase of £378 million. The 
#ife fund accounted for £333 million in 
oie E increase. 


















BIA in the last two years has put 
Nn increasing emphasis on public rela- 
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tions activities. Mr. Trustam noted 
that insurance finds itself increasingly 
the object of comment, and the least 
the business can do is take the press 
and the public into its confidence as 
much as possible and attempt to throw 
light on misconceptions which can 
lead to criticism. “After all,” he said, 
“we have spent most of our lives 
mastering a highly technical business; 
and it ought not to be beyond our wit 
to demonstrate that there is some 
method in any apparent madness we 
display.” 


Second Quarter Results 
Brighten Stock Outlook 


(CONTINUED FROM PAGE 2) 
insurance a rate war was making up? 
Had the old timers been pressed too 
hard? Reports were circulating of aw- 
ful experience on pyramiding assigned 
risk business. Some of the U.K. com- 
panies were giving up the ghost. The 
O’Mahoney thing came to life. This 
kindled rate war possibilities. NAIC 
felt constrained to plug “vigorous 
competition.” 

Then, too, the so-called money stocks 
ran into disfavor because of the tighter 
money situation. 

For a time it was a mild panic in 
fire and casualty shares. But they fin- 
ally hit bottom; yields of better than 
5% were again obtainable on payouts 
of less than 50% of investment in- 
come. Stocks were down 25% or so 
from February highs. Bargain hunters 
appeared. The May story got around. 
The stock market firmed up. The fed- 
eral income tax law for life companies 
was finally enacted and this removed 
an uncertainty that had been plaguing 
life companies and the fire-casualty 
companies with life insurance inter- 
ests. The fire-casualty stocks at least 
got out of the gutter. Fire-casualty 
stocks are now sensitive to interim 
underwriting results. In the old days a 
company published an annual state- 
ment and what went on between times 
was nobody’s business. Now publicity 
is given to the quarterly results: and 
this produces lots of jiggles. 


Reimer Is President Of 
Columbus Casualty Group 


Roy Reimer, Maryland Casualty, has 
been elected president of Columbus 
(O.) Casualty Insurance Claims Man- 
agers’ Council. Other officers are A. C. 
Eikenburg, National Union, vice-presi- 
dent, and Frank Moroney, Home, sec- 
retary-treasurer. 


Portland (Ore.) Women Elect 

Portland (Ore.) Assn. of Insurance 
Women has elected Mrs. Helen Jones 
president. Other officers are Kathryn 
Kahn, vice-president; Mrs. Florence 
Breach, recording secretary; Mrs. Dor- 
othy Briggs, corresponding secretary; 
and Mrs. Elvira Belden, treasurer. 
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BRANCH OFFICES 
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Sell the PLUS PROTECTION of prompt claim serv- 
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A DUAL Approach to Sales! 


Flexibility is a ‘must’ in modern insurance merchandising. Limiting yourself to 
a single hard and fast sales approach may cost you money. Our versatile, 
‘across-the-board’ facilities help you solve this problem—meet competition and 
maintain profits at the two economic levels demanded by your clients, 
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tile Packaged Policies... 
Multiple Line Facilities 


A wide variety of standard stock 
coverages—tailored and packaged 
for present markets and sales. Home- rates. Ideal for getting and holding 
owners’, Motel Owners’ *, Automatic business on those cost-conscious 
Laundry Owners’* and Combina- risks. Streamlined administration 
tion Service Station* policies are and acquisition costs eliminate red 
representative of Anchor's broad tape—-give you more time for sell- 
line of effective selling tools, ing and servicing. 


*In states where approved 


Automobile Plan...Pref- 
erential Fire Rates* 


Key stock company coverages at 
substantially reduced, competitive 
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count on us! No matter what situation you may encounter, remember— 
two heads are often better than one. Contact us... we want to help you! 


" The NORTHERN ASSURANCE GROUP has provided reliable stock in- 
surance protection through independent agents for over 100 years. 
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Editorial Comment 


One Purpose Of National Fire Facility 
Would Be Review Of Bureau Operations 


This is the day of bumps for the 
bureaus. In recent times they have 
been a favorite target of criticism by 
companies, agents, and commissioners. 
Currently they are, notably those in 
fire, the subject of special attention 
from Sen. O’Mahoney and witnesses 
representing independent insurers. 

On top of this, more members are 
becoming subscribers for the purpose 
of deviating or otherwise doing some- 
thing different from what members 
are doing. One fire rating organization 
today has more subscribers than mem- 
bers, which, considering the number 
of independents, suggests that bureau 
companies are moving into a minority 
position in the fire field. 

But more is in store. Strong ele- 
ments in the business presently are 
working on the development of a na- 


tional facility which will gradually 
take over the work of the regional 
fire organizations. One of the pur- 


poses of this: move is said to be to 
make rating bureaus more responsive 
to what the companies want done; an- 
other is to look at and judge what is 
being done and what is to be done 
locally from the broader vantage point 
of a countrywide view—to eliminate 
meaningless disparities in procedures 
and policies, to reduce duplication of 
effort, to reflect in bureau decisions a 
national awareness of competitive fac- 
tors or underwriting dangers, and to 
save some money. 

Thus the whole field of bureau op- 
erations seems to be headed toward a 
comprehensive review by the compa- 
nies supporting them. The develop- 
ment of organizations, bureaus and 
adjusting facilities in the fire, casualty 
and inland marine business started 
about 50 years ago. But their big 
growth in size and influence occurred 
in the past 25 years. The rapid expan- 
sion of premium volume, the introduc- 
tion of new package policies, and the 
gradual changes in regulatory pattern 
that grew out of the SEUA case, have 
created problems for all the bureaus, 
national and local. 

Today, many company executives 
have been moved to look upon all the 
functions and operations of boards and 
bureaus with a more critical eye than 
heretofore. They have been moved by 
underwriting losses, acquisition of 
more and more of the preferred busi- 
ness by non-bureau members, and by 
the longer standing charges that some 
over-lapping of functions, duplication 
of effort, failure to communicate, and 
sectional autonomy do exist. 

Undoubtedly the loss of members 
and the transfer from membership to 
subscribership worries some execu- 
tives because it raises the question of 
what happens when the bureaus no 
longer speak for the organization or 
conference companies. 

Executives also noted the difficulties 
created by multi-bureau jurisdiction 
as multiple peril packages developed 
in the personal and commercial fields. 


However, it must be said that the ma- 
neuvering in this area for jurisdic- 
tional reasons has been as much due 
to company men as bureau personnel 
—men in companies whose top execu- 
tives presently are tackling the whole 
bureau and organizational problem to 
solve, among others, this type of prob- 
lem, created by their own personnel. 

In general, bureaus are staffed by 
able and conscientious managers. But 
many of them are technicians with 
little or no experience as company of- 
ficers, field men or underwriters. Some 
are not trained in the techniques of 
modern office administration, job eval- 
uation, work flow or office layout for 
efficient and economical use. 

Each has a revolving group of offi- 
cers or governing committee members 
to offer counsel and advice. Seldom 


has any one company man had the 
time to devote to a survey of past or 
current practices in the bureau to 
evaluate the operation in terms of 


current needs. 

Consequently some waste may exist 
in systems started years ago to fit a 
need that was pressing then but which 
long since has been replaced or which 
could be supplanted by a more mod- 
ern method. An example is the dis- 
continuance of salvage corps created 
to meet conditions when fire engines 
were horse drawn and hose streams 
were without spray and fog nozzles. 
In fire rating, rating inspectors may 
still be noting by pencil memorandum 
the results of an inspection of a non- 
complicated risk which could be rated 
on the ground by devising a combined 
rating and inspection blank. The mod- 
ern fire and police schools suggest a 
resurvey of the techniques of fraud 
detection. 

In many bureaus there are times of 
peak work loads. Yet some bureaus 
maintain staffs the year around that 
are needed only at peak times. Many 
businesses hire extra help for these 
peaks, which is considerably less ex- 
pensive both in direct labor charges 
and in fringe benefits. There are du- 
plications that have not yet been elim- 
inated in the adjusting field. 

Executives always have been some- 
what concerned about the contribution 
they make to non-member companies, 
through organizations and bureaus, in 
the way of educational material, sales 
and underwriting training in connec- 
tion with new forms and rates, etc., 
when the non-member companies do 
not pay the same proportion (or any) 
of the cost. This occurs through pro- 
grams of field clubs and in other ways. 
When the work product is taken for 
the purpose of making a deviation or 
independent filing, the members are 
even more restive about the matter. 
But today, with more companies going 
independent or becoming subscribers, 
this problem becomes more acute. 

Whatever comes out of the current 
effort to set up a national advisory 
organization for the fire business, it 


should be pointed out that no one has 
yet suggested that the bureaus ought 
to be abolished. There is much evi- 
dence to the contrary, both among 
those executives who contribute their 
experience and effort to help produce 
the bureau “work product,” and among 
outside critics. One piece of evidence 
is the effort of independents to retain 
partial subscriberships to bureaus be- 
cause the work product of such bu- 
reaus is important to them. 

Even among the severest critics of 
fire and allied line rating bureaus, 
there is a disposition to regard the 
basic work they do as essential and to 
recognize that if the bureaus didn’t 
do it, someone else would have to. 
Nowhere is this any more apparent 
than from a study of the testimony 
in the O’Mahoney inquiry, which, in 
its recent series of hearings, developed 
a great volume of the strongest kind 
of criticism of fire rating bureaus and 
company organizations whose mem- 
bers are most concerned with the 
governing of the rating bureaus.— 
K.O.F. 





Personals 


Cmdr. Charles J. Murphy, USNR, 
claims superintendent of LaSalle Cas- 
ualty, has been recalled by the navy 
for two weeks’ active duty in connec- 
tion with Queen Elizabeth’s visit to 
Chicago. The marine corps will stage 
a mock invasion of Chicago in cele- 
bration of the visit, and Cmdr. Murphy 
will handle any claims which may 
arise from the event. 


Clant M. Seay, secretary-manager of 
Mississippi Assn. of Insurance Agents, 
was commended on 
his 20th anniver- 
sary with the or- 
ganization at _ its 
annual meeting at 
Edgewater Park. 
Mr. Seay was feted 
at the banquet, 
presented with a 
gold watch by the 
executive commit- 
tee and honored by 
a standing ovation 
for his faithful and 
competent services 





Clant M. Seay 
over two decades. 


Ed. Y. Dukes, secretary of Phoenix 
of Hartford, marked his 40th year with 
the organization July 1. Mr. Dukes 
joined Central States Fire of Wichita 
in 1919 and was successively under- 
writing head, assistant secretary, sec- 
retary, and vice-president and secre- 
tary. Central States was merged with 
Phoenix of Hartford in 1955 and Mr. 
Dukes was transferred to Hartford as 
secretary. 


Fred S. Benson of Lumbermens Mu- 
tual Casualty, New York, was general 
chairman of the summer meeting at 
Saranac Lake of New York State Bar 
Assn. This is a post held for many 


‘years by Ray N. Caverly, vice-presi- 


dent of America Fore, who now is re- 
tired. At present Mr. Caverly is in 
Caracas where, as a special consultant 
retained by the United Nations, he is 
suggesting revisions in the Venezuela 
insurance laws. 


E. Churchill Murray, Annapolis, first 
president of Independent Agents Assn. 
of Maryland, was honored at a lunch- 
eon at the midyear meeting at Ocean 
City. Mr. Murray led the association’s 
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successful effort for passage of a strong 

| ee ;’ qualification law earlier this 
4° year. He was presented with an en- 
P } graved silver tray and a bound book, 
containing a review of the long legis- 
lative campaign which led to the law, 
and a collection of congratulatory let- 
ters on its passage. 


Carl B. Olson, engineer of W. A. 
Alexander & Co. and secretary of 
Chicago chapter of Society of Fire 
Protection Engineers, was married to 
Mary Mahoney at Sacred Heart 
Church at Chicago. The bride is sec- 
retary to Wade Fetzer Jr., president of 
w. A. Alexander. 
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1. 

iy Deaths 

l, 

den. 

od ALFRED F. JAMES, 90, retired 
; president and chairman of North- 


western National, died at his home in 
Milwaukee. He was a director of the 
company at the time of his death and 
had been associated with Northwest- 
ern National for 63 years. 

Mr. James started his insurance 
career in 1890 when he set up an 
agency at Milwaukee. Six years later 
he was elected a director of North- 
western National, of which his father 
was president from 1887 until 1904. 
t. | Alfred James was made manager of 





a” 








t. | the underwriters agency of North- 
t. western National in 1897 and two 
se years later became secretary of the 
company. He moved through the exe- 
cutive ranks until he was _ elected 
president in 1916. Mr. James headed 
| Tel. |} the company from 1916 to 1937 and 
astern || then was elected chairman, retaining 
that position until 1957 when he re- 
, Rm. | tired. Mr. James’ son, Charles, has 
Lang, | been president of Northwestern Na- 
be tional since 1939, and a_ grandson, 
Bivd Charles V., is assistant secretary and 
nicago || assistant treasurer. 
™ P-\| ARTHUR A. BLUMEYER, 72, chair- 
h st,|} man of General Bancshares Corp., 
Sales |} died of a heart ailment. Before Gene- 
ociate |} ral Bancshares was spun off from Gen- 
cian. || eral Contract Corp., it had several in- 
h St. |} surance affiliates—Ins. Co. of St. 
= Louis, Midwestern F.&M., and Wash- 
Bidg ington F.&:M. Mr. Blumeyer was a di- 
Cadis, |} rector of these three companies. 
wealth Mrs. IRENE L. BROWN, 72, wife 
Ebel- |} of George F. Brown, chairman of Geo. 
F. Brown & Sons, managing general 
se Ex- || agency, Chicago, died during the fire 
David |} last week that destroyed the Stahl- 
heim Hotel in Vossestrand, Norway. 
= Several Americans were killed or in- 
|} jured in the blaze, including Mr. 
Rural | Brown, who was hospitalized with a 
essing, || ‘facked vertebra, a broken toe, cuts 
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and bruises. Both Mr. and Mrs. Brown 
leaped from a third story window, as 
a number of the other guests were 
forced to do, to avoid being burned to 
death. Mrs. Brown never recovered 
consciousness from injuries suffered in 
the leap. 

Two sons, Cameron, president of 
Geo. F. Brown & Sons, and Park L., 
who heads the agency bearing his 
name, flew to Norway immediately on 
hearing about the fire and _ ex- 
pected to return to Chicago this 
week with Mr. Brown. Another son, 
Baird, is a vice-president of Geo. F. 
Brown & Sons. At some future date a 
memorial service will be conducted 
for Mrs. Brown. 


EDWARD L. BLANSITT, 55, head 
of the Blansitt agency at Athens, Tex., 
died of a heart attack. 


GEORGE T. BUNKER. 82, retired 
assistant secretary of Underwriters’ 
Laboratories, died. He had been with 
UL for 20 years when he retired in 
1942. 


EDWARD C. METZGER, 71, part- 
ner in the Metzger & Frederick agen- 
cy of Seattle, died of a heart attack. 


HARLEY EDDINGTON SR., 55, of 
the Eddington & Wheless agency, 
Port Arthur, Tex., was killed by 
lightning while fishing. His son, Har- 
ley Eddington Jr., is a member of the 
agency. 


FRANK GILNA, 77, treasurer of 
Shiawassee Mutual Fire of Corunna 
for 30 years, died at Owosso, Mich., 
of a heart attack. He was also chair- 
man, Old Corunna State Bank. 


Cc. L. BROWNING, 93, of the 
Browning, Coon & Becker agency of 
San Antonio, died. He organized the 
agency in 1928 and was active as a 
recording agent until he sold his in- 
terest in 1937 at the age of 71. He re- 
mained with the agency as a solicitor. 


MRS. OLIN L. BROOKS, 64, wife 
of the retired president of American 
Home, died in the hospital at Lexing- 
ton, Va., after a long illness. ‘ 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, June 30, 1959 

























Bid Asked 
$ $ 
Rite COMBTEF  knicictntce 163 170 
Aetna Fire ......... 67% 694 
TE I  ccgtctaveshiniens 222 232 
American Equitable 37% 39% 
American (N. J.) 25% 27 
American Motorists 18% 20 
American Surety _............ 24% 2642 
aaa 3234 3412 
Continental Casualty 113 119% 
Crum & Forster oo... 611 66 
Federal 94 — 
I I dicts asiicinstecinnstginenansiate 57 5942 
General Reins. 81 8412 
RON rN aeencnciernseitncnseineee 32 3414 
Great American Fire .................... 3712 3934 
PRECIO. PIED sacninsscsrcctevisdsccincinersste 182 188 
OE PII ecetensssminstaisarnseisnsiatnaten 3634 3942 
2h Ape 48% 50 
Ins. Co. of No. America ............ 124 12834 
SIE Ds: itcidcihncanidtitnstecendintcriit 3 35 
Maryland Casualty 3814 
Mass. Bonding ............... 3534 
pS, a aaa aE 126 
National Union “ 4242 
New Amsterdam Cas. ......0000.... 465% 4912 
New Hampshife _.............0ccccccc 421, 46% 
North River ......... 3634 3914 
Ohio Casualty 3142 3444 
Phoenix, Conn. 73% 76 
PIA * IPNIIG ~ pirensnasstttnarneiainpindnesasiiniistaa 19% 21 
Betas. Comp. Of I. Ye nncviscccccnn 204 22 
Reliance sshasetekauliieesicatatianeciedaed 49', 5154 
ef oe 8 eee 56% 5834 
Springfield F. & M. ... 2914 31% 
Standard Accident . 55% 5734 
GICIIG | eiccccserctvcers 82 84 
U.S. F. & G 82 8434 
[ARS . De ee 2814 30% 





SUBJECT TO PERIL 


Ocean marine ... oldest of all branches of insurance, is 
international in scope and calls for the utmost of good 
faith by all parties involved in sea-going cargo protection. 
Here at the extensive facilities of Geo. F. Brown & Sons, 
Inc., you'll find the capable ways and means to handle 
all marine coverages, regardless of size. 


Yes, there’s no substitute for experience in depth when 
it comes to ocean marine. Why not find out for yourself 
why so many of the best producers prefer — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. « Chicago 4 +» WAbash.2-4280 


116 John Street - New York 38 + WOrth 4-0745 
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Foreign Producers View Legal Status 


(CONTINUED 
drid was approximately 400, plus 150 
ladies. President Senor A. de Medina 
y Lopez planned this congress on a 
grand scale, with a lavish program of 
entertainment and excursions to his- 
torical and typical Spanish localities. 
There were two days of lectures. 
Weather was mild, and this enhanced 
the pleasure of those from more north- 
erly countries. 
Producers Want Legal Status 


In resolutions B.I.P.A.R. asked for 
laws giving legal statute to insurance 
and reinsurance intermediaries and 
for non-reduction of remuneration 
(dollar or percentage basis) because 
of deteriorating results and in protest 
against the tendency of insurers to 
consider that intermediaries have a 
minor role to play in classes of busi- 
ness where there is a legal or latent 
obligation to buy insurance (third 
party motor car, for example, and nu- 
clear risks). Another resolution asked 
that insurers do not transact group 
business without intermediaries. 

At the 1955 convention in Brussels, 
a motion was made suggesting that 
B.I.P.A.R. compile complete informa- 
tion on professional education avail- 
able in the different countries with a 
view to standardization and equaliza- 
tion of certificates of completed stud- 
ies. At Madrid, it was stated that 
B.1.P.A.R. possesses documentation of 
the subject. B.I.P.A.R. is not satisfied 
with the present situation since train- 
ing is mainly available to salaried 
staff members of insurance companies. 
Some insurers have their own train- 
ing programs. 

The legal statute of intermediaries 


FROM PAGE 5) 


is not comparable in each country, it 
was brought out. Italian agents had 
up to 1946 the benefit of legislation. 
The present government cancelled that 
recognition in the law, so that appar- 
ently agents paid on a commission 
basis, or in any other form for produc- 
tion, may practically lose overnight 
the benefits of the labors of a lifetime, 
without the possibility of bringing suit. 
A similar report was made by a lec- 
turer from Sweden. 

A lecturer from Spain presented a 
proposal of what the legal status of the 
insurance and reinsurance producer 
should be, with rules of moral stand- 
ard in the conduct of the business. 
French producers, who have had legal 
standing since 1942, have added moral 
rules applying to those who are mem- 
bers of the federations. In Belgium 
the commercial code offers ample 
guarantee for the rights of agents of 
all classes. 


Effects Of Inflation 


Inflation and its effects on life in- 
surance was the subject of a French 
lecturer. Since the end of World War 
I, the French life business has had a 
hard time convincing insured that life 
insurance is a sound investment. 

The common market of six Euro- 
pean countries was discussed by pro- 
ducers. Though of the_ problems, 
freedom of establishment and freedom 
of service, the first is of interest 
mainly to insurers and the second to 
brokers, they are intermingled. As far 
as brokers are concerned, before free- 
dom of service there needs to be 
equalization of operating costs. Pro- 
posals for operating an _ insurance 
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WANTED: SPECIAL AGENT 


For pioneer multiple line insurance company ex- 
panding operations in Wisconsin; work territory 
from Milwaukee's Branch Office; multiple line 
experience necessary; salary based on qualifica- 
tions. Top employee benefits. 

Call or write: John Crandall, Manager, BRoadway 
1-7200, Trinity Universal Insurance Company, 611 
North Broadway, Milwaukee, Wisc., or R. F. Miller, 
Vice President, P. 0. Box 5028, Dallas, Texas. 








SAN DIEGO, CALIF. 


One of San Diego's oldest and largest agencies 
has permanent position for man well grounded 
in fire and casualty underwriting to handle 
processing and servicing of some accounts. Ex- 
cellent working conditions and opportunity for 
advancement with company-paid profit sharing 
plan to provide retirement benefits plus life 
insurance, hospitalization, and major medical. 
Starting salary $500 to $600. Send qualifications, 
including late photograph, to Box H-I5, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








—AV*ILABLE— 

25 years heavy first party experience in adjust- 
ing, production, Home Office Administration. 
Interested in relocating in Mid or South West. 
Age 45, married and family. Will furnish resume 
and excellent references. Reply Box H-40, c/o 
The National Underwriter Co., 175 W. Jackson 
Blyd., Chicago 4, Ill. 








ASSISTANT TREASURER 


For Life insurance company. Man with a degree 
in accounting or its equivalent. Experienced in 
insurance accounting, either in the home office 
of an insurance company or through the public 
auditing field. Midwest city under 100,000 popu- 
lation. Write Box H-34, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








INLAND MARINE UNDERWRITER 
Excellent opportunity for aggressive young un- 
derwriter to reach the top. Salary open. 


COMMERCIAL STANDARD INSURANCE CO. 


Personnel Dept. 
P.O. Box 12216 Fort Worth, Texas 











WANT TO BUY CAS. CO. 


Any state—Interested in purchase of all or 
controlling interests of company or manage- 
ment agency. We are experienced people in 
casualty field with some capital available. Reply, 
CHARLES MANAGEMENT, INC. 
1200 N. Dearborn Chicago 10, Hil. 





SALESMEN—DIRECT 


If you have it in your heart we can put it in your 
pocket. Don't answer unless you have a car. 
Direct Sales experience necessary; a burning de- 
sire to living like a king, willing to scratch for 
what you itch for. Write Box H-38, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








SURETY UNDERWRITER 
Large Multiple Line writer has excellent oppor- 
tunity for trained Underwriter. 5 years experi- 
ence could qualify you for a good job in an 
aggressive expanding company. 

Tele: HArrison 7-3370 
Chicago, Illinois 








BOND AND BURGLARY 
UNDERWRITER 
Excellent opportunity for junior underwriter as 
assistant to Department head. Salary Open. 
COMMERCIAL STANDARD INSURANCE CO. 
Personnel Dept. 


P.O. Box 12216 Fort Worth, Texas 


business within the borders of the 
common market have to be drafted 
before the end of the year. 

The delegate from Venezuela ex- 
plained how Venezuelan insurance 
market operates. Insurers in his coun- 
try are able to offer complete guaran- 
tees for very large amounts of petrole- 
um installations. Venezuela has a 
national reinsurance company, which 
is an approach to restrict direct under- 
writing with reinsurance being called 
in to fill the gap, at enhanced cost. 

Nuclear energy risks and the pro- 
posed or applied form of guarantee 
was explained by M. Belsen of Switz- 
erland, a director of Swiss Re. (A stir 
was caused when it was learned the 
17 firms of Lloyd’s brokers handle ex- 
cess lines for the account of 11 atomic 
pools.) 

M. Leroyo of France, secretary of 
B.I.P.A.R. and a reinsurance broker, 
discussed the role of the reinsurance 
broker. He regretted, of course, direct 
business but insisted that notwith- 
standing the present tendency of 
waiving the service of the interme- 
diary, to fulfill his role apprppriately 
he should be fully acquainted with 
the needs of ceding companies. 


Auto Damage Appraisers 
Have Trade Fair Exhibit 


One of the exhibits of the Chicago 
International Trade Fair on Navy Pier 
July 3-18 will be that of Auto Damage 
Appraisers which will call attention of 
factory representatives, shippers and 
insurers of importers to the availabil- 
ity of its appraisal service on damages 
during shipment to imported motor 
vehicles and other machinery. ADA is 
gathering data about the availability 
and prices of foreign car parts so as 
to assure the accuracy of its apprais- 
als. It will offer an inspection of 
damage service at ports of entry. 

ADA is offering complimentary tick- 
ets to Trade Fair sessions to those 
writing or visiting its offices at 5651 
West North Avenue, Chicago. 


Mutual Tax Formula Upheld 


U.S. tax court has upheld the for- 
mula which levies a tax of 1% on 
gross premiums of mutual insurers. 
The verdict in a test case brought by 
Penn Mutual Indemnity of Philadel- 
phia, now dissolved, was the first rul- 
ing on the formula adopted in 1942. 

The company filed a 1952 income 
tax return in which it claimed that 
under the formula its tax for that 
year was $12,566. It made no pay- 
ment, on the grounds that the tax 
was unconstitutional, because the law 
made no _ provision for deducting 
underwriting losses. 

The court’s six to four opinion held 
that the formula fixed by Congress is 
constitutional because that body has 
complete powers in the tax field. 











CONTROLLER 


for Chicago multiple line insurance company 
rated A:BBB+. Exceptional opportunity for a 
man with insurance experience to assume full 
responsibility for growing accounting depart- 
ment. Ability to analyze and interpret financial 
reports and improve systems and procedures 
essential. All replies confidential. Send complete 
resume to Box H-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Markel Truck BI, PDL 
Insured In Allstate 


Producers of Markel Service have 
been advised that truck BI and PDL 
business of Markel henceforth will be 
insured in Allstate. The notice from 
Markel states that Allstate will “rec. 


ognize and protect the Markel produc. | 


ers” and there will be no change jin 
commission arrangements. 


Markel will continue to engineer the | 


trucking risks, but claims will be hand- 
led by Allstate. 


The letter, which says the underwrit- 


ing philosophy of Allstate on trucking 
risks is the same as that of Markel 
Service, make no mention of PHD coy- 
erages. 


Harrisburg Blue Cross 
Gets 28.6% Rate Rise 


HARRISBURG—A 28.6% rate in- 
crease for about 75% of the 700,000 
subscribers of Capital Hospital Sery- 
ice (Blue Cross) has been approved 
by the department effective Aug. 1, 

Commissioner Smith said he ap- 
proved the full rate rise applied for 
by Blue Cross in order to prevent a 
financial collapse of the plan. 

This is the second rate increase for 
Blue Cross since June, 1958, when the 
commissioner approved a 19.5% rate 
hike. 

Additional services under the new 
rates include visiting nurses for post- 
hospital care for persons over age 65. 


B.C. Deviation Schedule 
Filed, Shows Two Changes 


North Carolina deviation schedule 
filings show only two changes over 
last year. State Farm Mutual has 
asked that its auto liability deviation 
be reduced from 15% to 121%%. North 
Carolina Farm Bureau Mutual has re- 
quested that its auto liability devia- 
tion be cut from 20% to 15%. Commis- 
sioner Gold has scheduled a_ hearing 
on all the filings for July 21-22. 


Insurance Softballers 
Heading Toward Playoff 


America Fore, by virtue of a tie- 
breaking 7 to 6 win over Prudential, 
now leads the west section of Insur- 
ance Softball League of Chicago. Con- 
tinental Casualty is currently _ the 
leader in the east section with seven 
wins and no losses. There will be two 
more complete rounds played before 
section champions are decided. At the 
conclusion of the third round, the first 
place team in each section will meet 
in a best two out of three champion- 
ship series. 


N. C. To Hear Deviations 


Commissioner Gold of North Caro- 
lina has notified regular applicants for 
deviations that department hearings 
will be held July 21-22. 

North America, which was granted 
a 10% deviation on fire and home- 
owners, effective last April, wishes to 
be heard at the hearings but would 
like to have its new deviation period 
begin next April if renewal is granted. 
The deviation year for all other com- 
panies begins Sept. 1. 





MIDWEST—TEXAS 


Reliable individual interested in buying all or 
part of Agency business. Must be diversified. 
Replies strictly confidential. Address Box H-39, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, III. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists Since 1923 
California Positions 
Male—Female 
All Lines 


610 So. Broadway 








Los Angeles 14 
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Gets 11 Months For 
Embezzling $1.6 Million 


(CONTINUED FROM PAGE 1) 
always been highly regarded. Although 
Gralnek had pleaded guilty to five 
counts of embezzlement, he asked that 
he be put on probation because he had 
never been in trouble before and he 
had suffered loss of reputation and his 
standing as an attorney. 

It has been alleged that the funds of 
Highway were funneled indirectly by 
Gralnek into Knox Steel & Wire Co. of 
Chicago, and conspiracy and larceny 
indictments are pending against A. A. 
Schultz, president of that company, 
and another person. The total amount 
involved in all the indictments is 
$2,900,000. 

Chicago newspapers carried pictures 
of Gralnek, one clutching the shoulder 
of his attorney after his probation 
appeal had been denied, and the other 
leaving the courtroom with his head 
hanging in shame. 

State’s Attorney B. S. Adamowski 
called a press conference after the 
sentencing to issue a blast against the 
decision. Mr. Adamowski said: 

“This is just about as disgusting a 
thing as I have seen since I became 
state’s attorney. Here is a man, an 
attorney, who earns $60,000 a year and 
pleads guilty to stealing more than a 
million dollars and he gets a slap on 
the wrist. Let some father steal a suit 
for his son’s graduation and they throw 
the book at him. 

“This man is treated like a con- 
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Service Guide 


O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 




















The LAWRENCE WILSON COMPANY 
Managing General Agents 
SURPLUS LINES - All Forms 
Represented at LLOYD'S, LONDON 
First National Bank Building 
Tulsa 3, Okla. 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 

REINSURANCE 
1231 Ste. Catherine St., 
Montreal, Canada 


West 








BOWLES, ANDREWS & TOWNE. Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 




























RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 
Q CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE AASSOCIATES 
ONE NORTH LASALLE ST. $21 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 
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quering hero. The court kisses him on 
the brow and says ‘don’t be a bad boy 
again.’ ” 

Gralnek could have received up to 
14 years on two forgery counts and up 
to three years on conspiracy, embez- 
zlement and larcency by bailee counts. 
The judge quoted Blackstone, the Eng- 
lish law authority, to substantiate his 
light sentence, the quotation being 
“Severity is not so important as the 
certainty that the offender be pun- 
ished.” 

It was brought out in court that 
Gralnek had restored $900,000 of the 
$1,631,000 he took from the Highway 
treasury. 


New. New Homeowners 
Reported On The Way 


(CONTINUED FROM PAGE 1) 

ers program will be filed first in the 
couple of dozen states which were still 
on the waiting list for the 1959 pro- 
gram a couple of months ago when 
things came to a halt or whether it 
will all start over again, from the top. 
The latter is understood to be more 
probable. 

This means an interesting problem 
of nomenclature for companies and 
other insurance organizations which 
have to deal with more than one state. 
The pre-1958 will still be in force, ap- 
parently, for some time to come—it 
could be the “old” homeowners. The 
1958 (and early 1959) version—forms 
1, 2, 3, 4 and 5—will probably be 
around, at least until the revised filing 
is okayed—this will probably continue 
to be the “new” homeowners. And, 
perhaps within weeks the revision will 
be in force in some states—the “new, 
new” homeowners. 


California Agents Seek 
$7.8 Million In Suit 


(CONTINUED FROM PAGE 1) 
the reduction in commissions; 

“(c) Act in places outside the state 
of California to reduce commissions 
so as to avoid compliance with the 
laws of California; 

“(d) Deny to agents the right of 
public hearing or protection from pub- 
lic authorities in connection with the 
reduction of the rate of commissions; 

“(e) Unilaterally announce commis- 
sion reductions and bind themselves 
not to negotiate individually with 
agents and, in fact, to boycott any agent 
who insisted upon private negotia- 
tion by arbitrarily cancelling his agen- 
cy; and 

“(f) Bring pressure against other 
companies to reduce commissions, to 
prohibit private negotiation and to 
deal arbitrarily with agents.” 


Insurance Women of Jackson (Miss.) 
elected Ruby Wadford president, Orpal 
England and Carolyn Godard vice- 
presidents, Anne Shackleford record- 
ing secretary, Joan Williams corre- 
sponding secretary, Barbara Ready 
treasurer, and Mary Lee Boswell parli- 
amentarian. 
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CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
Hg % F. COLTON 


30 N. LaSalle $ Chicago 2, Ill. 
Financial 6-9792 








Resident Service For The State Of Alaska 


Selkregg & Son Adjustment Co. 


435 L Street Anchorage, Alaska 


AUTO-FIRE-CASUALTY-INLAND MARINE 
WORKMEN'S COMPENSATION-MARINE SURVEYOR 


Phone 20921 Fred M. Selkregg, Jr., Manager 





Institute For Highway 
Safety Names Brown 


(CONTINUED FROM PAGE 1) 
in Iowa dropping to 13% below 
1957 figure. 

Mr. Brown developed and enforced 
the Iowa point system for drivers with 
such dramatic results that auto body 
shops over the state reported an im- 
mediate reduction in the volume of 
damaged cars coming in for repairs. 
His program included installation of 
radar units in the highway patrols, an 
overhaul of the driver licensing pro- 
cedures and development of “driver 
improvement’ schools.” Under’ the 
enforcement program he doubled the 
number of arrests of drunken drivers 
and mobilized support for his aggres- 
sive war on traffic accidents. 

Mr. Mann described for the press 
conference the two principal phases 
of the IIHS program—financial grants 
to organizations conducting effective 
highway safety programs, and direct 
action programs in cooperation with 
federal, state and local agencies and 
officials. The activities will be carried 
out on a state-by-state basis. 

Mr. Brown announced that 10 grants- 
in-aid totaling more than $400,000 
already have been approved by the 
budget committee of ITHS. The largest, 
$158,000, will go to Northwestern 
University Traffic Institute. Others on 
the list are National Safety Council, 
$74,000; New York University, $60,000; 


the 
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American Bar Assn., $46,000; American 
Assn. of Motor Vehicle Administrators, 
$31,000; National Committee for Motor 
Fleet Supervisor Training, $16,000; 
Products Committee for Traffic Safety, 
$10,000; National Committee on Uni- 
form Traffic Laws and Ordinances, 
$6,500; Yale Bureau of Highway Safety, 
$2,200 and National Committee on 
Films for Safety, $250. 


Recommend Norwich Union 
Bid For Scottish Union 


(CONTINUED FROM PAGE 1) 
tity, prestige and individuality of Scot- 
tish Union. The latter company has 
been in business since 1824 and has 
operated in the U. S. since 1880. 

Yorkshire’s offer amounted to slight- 
ly more than £7 million, and Norwich 
Union’s was a cash offer of £8 million. 
Yorkshire indicated that it had no in- 
tention of participating in a competition 
between take-over bidders. 

The combination of Norwich Union 
and Scottish Union would bring to- 
gether their assets of £190 million and 
£45 million. 


Purchasing Forum Elects 

Fire & Casualty Insurance Purchas- 
ing Forum of New York elected Thom- 
as M. Tongue of U.S.F.&G. president, 
William Solomon of Phoenix of London 
vice-president, John J. Hannan of 
Royal-Globe secretary, and Robert J. 
DeGray of Scottish Union treasurer. 











ASSOCIATED CLAIM SERVICE, INC. 


John S. Tasch, President 
ADJUSTERS 


For the Companies and Self-Insurers only 
222 W. Adams Street Phone DE 2-5456 








Chicago 6, Ill. 


ILLINGIS-IOWA CLAIM SERVICE 
Winter & O'Toole 
Rock Island, Illinois 
Burlington, |a.—719 F & M Bank Bidg. 
Davenport, !a.—612 Kahi Bidg. 
Fire and Casualty—All Lines 











O. R. BALL, INC. 


Fire - Inland Marine 


Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 

















CHICAGO SUBURBAN 
CLAIMS SERVICE 


Adjusters 
STate 2-4803 


100 N. La Salle St. Chicago 2, Ill. 














THOMAS D. GEMERCHAK 
Insurance Adjusters 
All Lines 
416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 














R. L. GRESHAM & CO. 
321 North 5th Street 


Las Vegas, Nevada 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, California 








R. S. LANDEN ADJUSTMENT CO. 


71 East State St. 
Phone CApital 8-5501 
Columbus 15, Ohio 
ALL LINES 











J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 
Phone HArrison 7-3230 
175 W. Jackson Bivd., Chicago 4 








D. J. SCOTT & SON 
302 Home Savings & Loan Bidg. 


Youngstown 3, Ohio 
Phone Riverside 6-4661 
Night: SKyline 8-5425 and SKyline 8-3978 
FIRE & ALLIED LINES 
36 Years Experience 4 Hour Service 












SCOTT 
isawAamieiy §=UTAH-IDAHO 


INSURANCE ADJUSTERS 


Home Otiice—423 Se. Main, i 2 kote — Utah 
Day or night offices: Ogden Pro’ Utah; 
Idaho Falls, Idaho; Pocatello, Tdahe: hain Falls, Idaho. 








C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 


301 Mid-Continent Bidg. 
Tulsa, Oklahoma 


Phones LU 2-5460 
GI 7-3850 





























EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE : 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 
Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 


Pacific Dept.: 610 SO. HARVARD BOULEVARD,LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 











